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Zeller Retires As 
U. S. Marine Manager 
Royal Globe Group 


Distinguished Career as Executive 
Featured by Advocacy of 
Strong American Market 


CURWEN NEW MARINE HEAD 


Latter Has Been With Group Since 
1916, Coming to U. S. From 
England; Deputy Mgr. in 1957 


Frank B. Zeller, United States marine 
manager of the Royal and Liverpool & 
London & Globe, U. S. manager of the 
British & Foreign and Thames & Mersey 
Marine, executive vice president of the 
American and Foreign and vice president 
and marine manager of all other affili- 
ated domestic companies of the Royal- 
Globe Insurance Group, retired July 1 
after a highly distinguished career span- 
ning more than 45 years. He ranks 
among the most successful leaders in 
this worldwide insurance business. In 
addition to the posts listed he has been 
also a director and member of the execu- 
tive committees of all domestic com- 
panies in the group. 

Curwen is New U. S. Marine Manager 


W. H. Curwen has been named JU, S. 

marine manager for the Royal, Liverpool, 
British & EKoreign Marine and Thames 
& Mersey Marine, and vice president 
and marine manager of all the affiliated 
domestic companies of the group. He 
became deputy marine manager in 1957 
in New York and has been with the 
group since 1916, having started his 
marine insurance career with the Thames 
& Mersey at its head office in Liverpool. 
Executive assistants to Mr. Curwen will 
be C. H. Pedersen, J. G. Romans and 
G. H. Bunyan, assistant marine man- 
agers at New York headquarters. 
_ Mr. Zeller, who is straight talking and 
in many ways a rugged individualist in 
the ocean marine underwriting market, 
has been for years a tower of strength 
in development of American insurance. 
One major objective of his long career 
Was to witness the American market 
expand in purpose, strength and impor- 
tance. He has seen that accomplished, 
through the combined efforts of forward 
thinking leaders, including himself, in 
this branch of insurance where indepen- 
dence and initiative were prized. 

As head of an efficient marine organi- 
zation at the United States headquarters 
of the Royal-Globe Insurance Group, 
Mr. Zeller has conducted highly profit- 
able operations for these leading British 

(Continued on Page 26) 
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Yesterday is in 
our files 


The calendar doesn’t lie. We’ve hit our 
50th birthday year at Jaffe Agency, but 
we refuse to “remember when.” 


We're concerned only with this month, 
next month and all the months up 
through the next 50 years in relation to 
how they’ll affect the insurance 
industry. 

Brokers constantly discover Jaffe 
Agency has young ideas superimposed 
on mature experience in dealing with 
problems. That counts when you need 
strong facilities and good markets. 
Drop in on us. 
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SUN LIFE HAS OPENED 
TWENTY-FOUR NEW BRANCH TERRITORIES 
IN NORTH AMERICA 
TO SERVE THE EXPANDING BUSINESS 
OF ITS REPRESENTATIVES. 

SUN LIFE IS A PROGRESSIVE COMPANY 
IN A PROGRESSIVE INDUSTRY. 


Sun Life of Canada 


$8 billion life insurance in force 








Low Cost Reinsurance 
Method Launched By 
Life Of N. America 


Complete F acilities. Include Indivi- 
dual, Group and Catastrophe 
Accident-Sickness Coverages 


NAMED SIMPLEMATIC RE. 


President Diemand Calls Plan Mile- 
stone in Reinsurance; Vice Presi- 
dent Anderson in Charge 


Philadelphia—Simplematic Re, a revo 


lutionary new low-cost method of life 
reinsurance, and complete individual, 
Group, and catastrophe Life and Acci- 
dent and Sickness reinsurance facilities 
are now being offered by Life Insurance 
Co. of North America, Edmund L. 
Zalinski, executive vice president, an- 
nounced. Coverages provided include, in 
addition to Simplematic Re, YRT, co- 
insurance, and modified co-insurance for 
individual risks on an automatic and on a 
facultative basis. 
What the New Plan Does 

“Simplematic Re is a new concept 
which offers the same coverage now 
available under Yearly Renewable Term 
Reinsurance but with administrative 
handling reduced from 50 to 80%,” said 
Mr. Zalinski. “Simplematic Re _ elimin- 
ates most of the paper work required on 
automatic business and greatly reduces 
detail on facultative cessions. 

“The savings which result from these 
reduced handling expenses are reflected 
both in lower premiums and in lower 
net costs. This can mean thousands of 
dollars to ceding companies’ policy own- 
ers and stockholders,’ Mr. Zalinski 
pointed out. “At the same time, none of 
the normal YRT services or coverages 
are sacrificed, and full underwriting as 
sistance is available to ceding companies. 
A case in point is Life Insurance Co 
of North America’s new underwriting 
manual which provides the latest under 
writing information available with un- 
usually detailed treatment of such sub- 
jects as tumors and cardio-vascular dis- 
eases.” 

President Diemand’s Comments 

Commenting on the new life reinsur- 
ance program, John A. Diemand, pres 
ident of Life Insurance Co. of North 
America and other companies in the INA 
group, said, “Simplematic Re is a mile- 
stone in the life reinsurance business 
and represents another step forward 
in INA’s campaign to provide compre- 
hensive insurance service at low cost 
through packaging and simplification of 
procedures.” 

The large majority of risks to be re 
insured automatically under Simpie 
matic Re will require no notice to Life 
Insurance Co. of North America, no 
applications, no cessions, no policy re- 
serve figures, no individual policy re 
insurance premium calculations, and no 
posting of reinsurance premiums when 
paid. 


. 


(Continued on page 10) 
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Dust Off Insurance Programs With M-f-L 


thousand goes down in a continuous sliding scale 
as the amount of insurance increases. So he can buy 
exactly the amount of insurance he needs and enjoy 
a maximum discount on every dollar’s worth. 


The Travelers new More-for-Less plan will help 
you motivate prospects to bring their life programs 
in line with their present standard of living—and 
future needs. 

For the more Travelers life your client buys the 
less each dollar’s worth costs. him. His cost per 


For details on The Travelers new life program 
call our nearest Branch Office or General Agency. 


ONE OF THE LEADING LIFE INSURANCE COMPANIES 


THE TRAVELERS 


HARTFORD 15, CONNECTICUT 
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Roger Hull 





New President Mutual Of New York Has Spent Entire Business Career With 
That Company; Theme of His Delivered Addresses Has Been Human Relations 


With Emphasis on Need of Moral and Spiritual Values for Individuals. 


Roger Hull, who last week was elected 
president of the oldest American com- 
pany selling life insurance to the general 
public, has spent practically his entire 


Scareer with that company—Mutual Of 
a New York. 
duction ranks from agent to vice presi- 


He rose through the pro- 


dent and head of the agency department, 
later was elected executive vice 
president, as well as a member of board 


‘of trustees. 


The organization of which he is presi- 


) dent had total insurance in force, includ- 


ng Group, of $7 billion at end of June, 


51959, and assets on that date of $2.67 
\ pillion. Its total volume of life sales for 


the first six months of this year is esti- 
mated at $467 million. 
Community and Religious Leader 


One of the outstanding personalities 
in life insurance he has been president 
of industry associations and one of the 
most inspirational speakers in the busi- 
ness. His talks have always emphasized 
human relationships and a number of 
them have been widely quoted. One 
such talk was delivered ‘before the New 
England Management ‘Conference at 
New Ocean House, Swampscott, Mass., 
on April 30, 1954, on the why of agency 
building. Another, which was delivered 
before this company’s National Field 
Club, carried this title, “Family Man is 
Foundation of Free Society and His 
Security is Responsibility of Life Under- 
writers.” A third talk, delivered before 
American Management Association in 
New York City, stressed leadership and 
knowledge of human relations as keys to 
good business management. 

But there is another side of his per- 
sonality and character attesting his value 
as a community and religious leader. 
Among ‘his strong convictions is that 
there is a danger that the country’s 
material and scientific accomplishments 
may have. outstripped its spiritual 
growth, and that is the explanation of 
his willingness to accept the responsi- 
bility for the difficult job of running the 
executive end of the Billy Graham New 
York Madison Square Garden Crusade 
which enlisted his attention for more than 
a year in the preparation and carrying 
out of this tremendously successful 
battle in Greater New York against 
materialism and for renewal of faith in 
God. 

Brought up in Mississippi 


The boyhood of Roger Hull does not 
lend itself to a Horatio Alger story as 
the odds at ‘the start were all in favor 
of his winning success in later life. That 
Seemed a certainty if he followed up 
the advantages of his birth and youthful 
years with industry, discernment and 
judgment in developing the qualities he 
was fortunate enough to possess. His 
Tearing was in an atmosphere of educa- 
tion, culture and sympathetic under- 
standing of problems and ambitions of 
young people in which area his parents 
were particularly and ever ready to ex- 
tend a guiding hand. During the life- 
time of this father, David Carlisle Hull, 
the latter had been president of three 
small colleges. His mother, a college 
graduate, taught school before her mar- 
riage, 

Roger was born in a Mississippi town 
called State College, located about three 
aed from Starkville, Miss. At the time 
= father was a member of State Col- 
ege faculty, later he became president 


By CLarENCE AXMAN 


of Millsaps ‘College, and in 1912 was 
appointed superintendent of schools in 
Meridian, one of the principal towns in 
the state. In 1920 he returned to State 
College as its president. At time of his 
death in 1928 ihe was president of Ken- 
tucky Wesleyan. 

Roger was a freshman at Mississippi 
State, but transferred to Kentucky Wes- 
leyan, then in Winchester, (now in 
Owensboro) when his father became its 
president. He got his A.B. degree there 
the year his father died. Asked in what 
he majored he said, “Economics”. But 
studying that subject then is entirely 
different from what a course in econom- 
ics is today since mastery of that sub- 
ject has become so important to those 
who enter the business world. He 
learned the meaning of the word “eco- 
nomics,” something about the ‘history of 
this science and the nomenclature, and a 
little more. Passing the exams in that 
course was not difficult then. 


Became an Insurance Agent 


During the summer vacation at Ken- 
tucky Wesleyan Roger had his first ex- 
perience in salesmanship, which he im- 
mediately liked. His employers were an 
automobile dealer and a florist. He had 
made up his mind to take a post grad- 
uate course in business administration 
at his college and he had received sev- 
eral business offers, one to go into the 
feed business. 

Following the death of his father, how- 
ever, the family returned to Meridian. 
Roger’s attention had been drawn to 
insurance during the settlement of his 
father’s estate. The policies, which were 
issued by Connecticut Mutual and New 
England Life, were small as an educa- 
tor’s salary did not permit any larger 
ones. They were large enough, however, 
to capture Roger’s imagination and for 
him to picture a vista of what life in- 
surance ownership means. He _ talked 
about this to some 'friends, one of whom 
was a friend of the local MONY man- 
ager. He suggested that Roger call on 
W. L. Wilson, the company’s manager 
in Meridian and thus Roger became an 
agent inthis home town. 

Meridian, population 40,000, and whose 
family roots dated back generations, 
proved an ideal spot for a novice agent 
with Hull’s background — an acquaint- 
ance with nearly every one in town, 
a desire to see families protected by 
such a simple but sure device as life 
insurance, and a large reservoir of bub- 
bling enthusiasm. It took some weeks 
for him ‘to realize he had to have some 
mastery of life insurance technique to 
be a successful agent. Knowing so many 
people by their first names, as well as 
their family ‘histories was an advantage 
but more was needed to consummate in- 
surance sales. He learned quickly and 
gave the impression that future destiny 
of individuals was safe if placed in his 
hands. Thus, he made MONY’s National 
Field Club by the end of his first full 
year, and it resulted in his qualifying 
for the annual field convention which 
was in Atlantic City. 


His First Convention 


That convention was an eye-opener 
to young Hull. It was not only his first 
convention but also his initial visit to 
the North. The whole experience was 
stimulating, and right then and there 
he was sold on the idea of the import- 
ance of conventions. Meeting agents 


from all parts of the country, he was 


quickly impressed ‘by their friendliness, 
willingness to share experiences with 
a novitiate and to act as a guide or con- 
sultant. 

“Tt was a thrill to find that older, much 
experienced and successful agents did 
not put on an act of ritzing, highhat- 
ting or patronizing a young fellow.” 
He recalls, “The mere fact that I had 
qualified for the convention was enough 
to start a friendship. It certainly was 
a morale builder for a young man, 
launched on a new career, to leave home 
and tbe greeted by that type of splendid 


comradeship—treated as one of the 
crowd, listened to with respect and 
shown how to mount hurdles of sales- 
manship. 


“They knew it wasn’t easy for a new 
man to qualify during his first complete 
year in the business, and they also 
recognized that attendance at the con- 
vention by qualifications was a distinc- 


tion in itself. I returned to Meridian 
all the more convinced that I had 
selected the right career.” 


Hull averaged about $600,000 a year as 
an agent after he got into the know- 
how swing. He soon was promoted and 
eventually became district manager at 
Meridian. 

In the meantime, he gradually worked 
his way into the confidence of the civic 
leaders of the city and became a leader 
himself. He ‘helped organize the Junior 
Chamber of Commerce of which organi- 
zation ‘he became president. Also, he was 
elected a director of the parent Chamber 
of Commerce. Other posts the filled were 
those of trustee of ‘the city library and 
vice president of the Kiwanis Club. 


Made Nashville Manager 


Naturally, he began to attract atten- 
tion at the home office as he demon- 
strated he had considerable ability as a 
supervisor and an organizer. This re- 
sulted in his being transferred to Nash- 
ville) one of the most important of 
Mutual Of New York’s Southern agen- 
When ‘he arrived, it was doing a 


cies. 
business of about $1,500,000 a year. 
When he left Nashville in February, 


1938, the agency was selling $4,500,000 
of insurance annually. Some of the men 
he put on became prominent in MONY’s 
production circles because of ‘their good 
records. They included Tom Martin of 
Murfreesboro; Ralph Ruch, who later 
became manager at Louisville and a mil- 
lion dollar writer; and Lee Waggoner, 
now one of leading executives of Life 
Insurance Company of North America. 

Two of his closest friends in Nashville 
were John Witherspoon, who became 
manager there of John Hancock and 
president of National Association of Life 
Underwriters, and Tom Proctor, a famed 
general agent of Northwestern Mutual 
Life. 

Roger became president of Nashville 
General Agents and Managers Associa- 
tion. 

Mutual Of New York brought Hull to 
its New York City home office in Feb- 
ruary, 1938, as assistant superintendent 
of agencies. When Vice President 
George Patten communicated the news 
to Hull by ’phone the latter was very 
much surprised. He had been enjoying 
life and career in Nashville so much that 
he had built a new house and sent out 
invitations to a housewarming. Patten 
told him not to make public the news 
of his appointment, so Mr. and Mrs. 
Hull went through with the party with- 
out the guests knowing they were soon 


to lose some neighbors who formed ‘an 
unusually attractive family. When the 
Hulls left town they had lived in the 


new Nashville home exactly two months. 
Made Agency Department Head 


In his work as assistant swperintend- 
ent of agencies Mr. Hull traveled 
throughout the nation visiting MONY 
agencies and making a good impression 
everywhere. While in the agency de- 
partment he was instrumental in de- 
veloping a new training procedure for 
field men that has served as a basis for 
the company’s present training methods. 
He also helped launch an_ extensive 
research procedure which became the 
groundwork for a new compensation plan 
for field compensation. 

In November, 1941, Mr. Hull was called 
into the office of Alexander E. Patter- 
son, then executive vice president, who 
took ‘him to the office of Lewis. W. 
Douglas, then president. The latter said: 

“The chief officers of the company and 
the staff think so highly of how you 
have handled affairs in the agency de- 
partment that the company has decided 
to make you chief of that department, 
and your title will be vice president.” 

It was quite a promotion—from as- 
sistant superintendent of agencies to vice 


president, but the field was greatly 
pleased. They had recognized Hull’s 
force of character, common = sense, 


knowledge of the business and under- 
standing of their affairs. His next pro- 
motion was to the position of executive 
vice president in March, 1950, and in 
June cf that year he was elected a mem- 
ber of the board of trustees. 


How he Became Executive Head of 
Graham Crusade 


The Hull family lives in Darien, Conn., 
a garden spot suburb of New York 
where reside many persons prominent 
in business, the professions and some 
noted in ‘the fields of art, music and 
literature. 

One of the close friends of Hull in 
Darien is George Champion, president 
of Chase Manhattan Bank who was 
chairman of Department of Evangelism 
of the Protestant Council. Another 
friend is Stanley High, a senior editor 
of The Reader’s Digest. Hull had first 
encountered High when the latter ap- 
peared in his Darien church, The Noro- 
ton Presbyterian, to fill the pulpit dur- 
ing the minister’s absence. In the same 
pulpit on October 17, 1954, Hull de- 
livered a layman’s message. His remarks 
were based on the need for “a return 
to the spiritual foundations on which 
our forefathers raised a new nation.” 
Noroton Presbyterian has a congregation 
of more than 2,000. 

It was while having dinner in Darien 
with (Champion and High that the con- 
versation took place which resulted in 
Hull’s eventually being made executive 
head of the Billy Graham New York 
Crusade which packed Madison Square 
Garden for weeks and resulted in the 
city’s being swept by a religious revival. 

The conversation that evening was 
largely confined to the forthcoming visit 
to the metropolis of the evangelist and 
how New York would respond. During 
the discussion ‘Champion told how 
nleased the Protestant Council was in 
Graham’s acceptance of an invitation to 
come to New York and in commenting 
on planning and other arrangements he 
said the expenses would foot a minimum 


(Continued on Page 41) 
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One Great Responsibility of Life Insurance 


Generates High Volume of Dollar Savings, Says Chairman Fitzgerald of Northwestern Mutual; 


Dollar Round Table Meeting In 


Florida 





EAST 





What That Means to National Economy and Public; Sees too Much Emphasis on 


Special Sales and “Novel Contracts”; Analysis Trends 


TRENDS HE SEES in life in- 
surance were discussed and analyzed 
by Edmund Fitzgerald, chairman, 
Northwestern Mutual Life, speaking 
to Million Dollar Round Table meet- 
ing at Americana Hotel in Bal Har- 
bour, Florida, last week. Mr. Fitz- 
gerald started his talk by commenting 
on the postwar activity in the capital 
markets. He said that life insurance 
has shared greatly in building of new 
industrial plants and equipment, new 
housing, public improvements, public 
all the other capital 
goods which have made possible our 


utilities and 


national economic growth. Continu- 
ing, he said: 

In most years, however, the demands 
for capital have tended to outrun the 
total supply of savings. We have wanted 
more than we were willing to pay for 
from current income diverted to volun- 
tary saving and taxation. A result of 
this is the persistent rise of interest 
rates during the period. Public and pri- 
vate deficit spending with commercial 
banks has filled the gap by expanding 
the money supply and building up the 
inflationary forces. Excellent as has been 
the growth of savings, it has not been 
great enough to meet the needs. 


Industrial Loans Grow Important 

Even if the savings institutions have 
failed to meet the quantity of savings, 
I think they can be praised for a 
flexibility in meeting new demands for 
financing. Before the war, the industrial 
loan was the exception rather than the 
rule in life insurance portfolios. Today 
such loans constitute the largest seg- 
ment of the securities portfolios of most 
companies. 

Also there has been in postwar invest- 
ment policy more emphasis on expansion 
than on maintenance of existing business. 
The new industries that needed capital 
were able to get it on the basis of their 
projections and contracts rather than 
solely on past earnings records. There 
was less emphasis upon pledged assets 
and more on investment appraisal of 
potential earnings and management capa- 
city. Particularly in life insurance, the 
relations with borrowers have’ been 
direct and close. We have acted as long- 
term bankers, providing a flexibility well 
designed for swift changes in capital 
needs for expanding enterprises. 


Incentive Securities 

An interesting byproduct of this which 
will work for the benefit of the policy- 
holder is the advent of incentive securi- 
ties, such as convertibles, loans with 
warrants to purchase stock or with stock 
attached or an immediate share of the 
equity as added inducement for the loan. 
These are opportunities for gains for all 
the owners of the life insurance com- 
panies, either policyholders or stock- 
holders. These offer to such owners a 
chance to share in the progress of the 
particular operation and the economy. 
The gains, of course, are not of a dimen- 





sion to pay substantial sums in excess 
of policy face values but they can con- 
tribute to lower cost of coverage. These 
holdings constitute a kind of investment 
insurance pool under which the occa- 
sional loss can be offset by other gains. 
To date gains predominate due probably 
toa combination of investment judgment 
and prosperous times. Perhaps here we 
see the beginning of a trend which can 
contribute to savings growth which is 
so important. 


Incentive Security 


The incentive security is a way to 
equity ownership which preserves the 
function of the life companies to furnish 
debt capital through the medium of 
savings. Also equities enter the holdings 
of the company without adding to compe- 
tition for the scarce supply of listed 
stocks. Gratifying as has been the post- 
war investment performance, the rate of 
asset growth of life insurance companies 
has slowed. We point with pride to the 
annual increase in assets but the rate 
of growth slows annually and the decline 
would be somewhat sharper were it not 
for the rise in market value of common 
stocks owned by the life companies. For 
a number of years now the investment 
funds flowing into the economy from 
life insurance have been about level 
rather than growing with the country. 

A factor that has slowed the rate of 
savings growth is a marked drop in 
money left for payment under the op- 
tions. I suspect that this is one of the 
penalties, and really quite a small one, 
for the improved interest rate. Our assets 
are weighted with bonds purchased dur- 
ing the 40s at 3% or less. Executors 
may, therefore, take down death claim 
funds upon which the companies allow 3 
to 3%% and buy short term govern- 
ments at approximately 4%. The irony 
of all this is that this is a short term 
factor and when current rates on new 
investments are again lower than we 
then offer, the smart American public 
will leave the money with us which we 
will be investing at a lower rate than 
the then guaranteed. 

To the extent that they are bought 
instead of Ordinary, term and Group 
are, of course, other factors in the 
slowdown of asset rise—also Ordinary 
life purchased in lieu of endowment and 
limited pay plans. 


Cost of Life Insurance 


The trend in the cost of life insurance 
is generally favorable. Investment earn- 
ings give every promise of improvement. 
The cheap money theory, pursued in the 
30s and the war to facilitate government 
financing, is pretty well discounted. The 
rise in demand and other factors offer 
the promise that rates on new money 
will continue to be substantially above 
net rate now earned. As we enter the 
00s, we will be beginning to recapture 
through maturities some of the money 
invested for 20, 25 and 30 years at 
lower rates. As these maturities ap- 
proach, many insurance companies will 
accelerate them by selling at a smal] 
capital loss and will reinvest, thus re- 
couping that capital loss through three 
or four years’ earnings ‘at higher rates. 
In the 60s also, certain lease-backs will 
complete their primary terms during 
which all principal has been repaid. The 


rental on renewal options will be a 
return on zero investment and thus im- 
prove overall return. An adverse factor 
is, of course, the impact of the tax law. 
In summary, it might be said that the 
new law will defer or delay the rate 
of improvement, rather than destroy the 


trend. It will enable us to meet the 
other pension methods on better tax 
grounds. 


The improvement in mortality may not 
be as dramatic in the future although 
several break-throughs could be pretty 
sensational. It would be foolhardy upon 
the basis of the present scene to per- 
ceive any really very unfavorable trend 
in mortality. 


Lower Cost of Life Insurance 


One trend not favorable is that of 
operating costs. It is a battle between 
the advance of mechanization and simpli- 
fication against rising space and_ per- 
sonnel and distribution costs. Per policy 
costs are up; per thousand costs due to 
larger units are fairly level as are costs 
per $100 of premium. Seen in the proper 
light, the situation, while serious, is not 
ominous. 

We conclude, therefore, that the trend 
is definitely toward lower cost of life 
insurance. While we are talking about 
a trend toward lower costs, we should 
perhaps recognize that this trend is not 
just beginning. Just as a spotcheck I 
took a look at our well-known friend, 
the age-35 male policyholder, to see 
what the business was doing for him in 
1959 as against 1934, twenty-five years 
ago. Interestingly, the total dividends 
we projected for this gentleman for the 
next 20 years are almost identical with 
the projection made in 1934. However, 
on a $10,000 policy, due to lower gross 
premiums, his net payments will be 
almost $400 lower; and his guaranteed 
cash value will be more than $500 higher ; 
so that the 1959 buyer stands to enjoy 
an advantage of almost $1,000 in net 
cost over his 1934 counterpart. 


Inflation is Man-Made 


No study on trends would be complete 
without reference to the threat of 
further inflation and its effect upon the 
desires of people and the position and 
purpose of life insurance. It is the No. 1 
factor in the future of our business and 
of the country. History is completely 
clear that ultimate good has never come 
from it and that its uneven impact is at 
best unfair and could be considered as 
immoral. 

There is, however, the hopeful aspect 
that inflation is man made and that many 
elements of classic inflation are not now 
present in this country. If we are to 
have more of it, no nation has ever been 
better advised as to hazards and heard 
more discussion as to how it may be 
eliminated. Fortunately, there is strong 
evidence that this discussion is accelerat- 
ing, Of all causes, certainly government 
policy, the wage-cost price spiral and 
lack of adequate savings are the most 
obvious. No complete or quick cure will 
be found. Victory over inflation will 


require a long war, 

Let’s talk more about how to stop 
inflation and get people to change what 
is purely an attitude to action. We as 
life insurance people are motivators and, 
as merchants of saving, have a lot to 





e 


contribute in this fight. As James J. 
O’Leary, economist of the Life Insurance 
Association of America, has said so well: 
full employment, economic growth and! 
general price stability are vitally inter- 
dependent in the long run and _ they! 
must be pursued as a whole if we are 
to preserve our free economic society, 
Impairing Insurance Values 

In the field of inflation, we in life 
insurance have a little soul-searching 
of our own to do. I don’t believe that! 
the companies fully discharge their re- 
sponsibility by a subscription to the anti-| 
inflationary campaign of the Institute) 
and a few words of warning in their 
annual statements, if at the same time 
their field men are encouraged to use! 


and foster inflationary psychology to! 
make sales. Some few, we are told, do! 
not stop at suggesting that real or 


preferably pseudo-term is the only pur- 
chase but systematically go about impair-} 
ing the values of existing life insurance 
wherever they find them. Somewhere? 
we in the home offices are going to have 
to find a balance between facilitating the} 
sale for the underwriter and our respon-/ 
sibility to present and future policy-/ 
holders in protecting the value of the} 
reserves they are accumulating. In the? 
field and home office, we have a moral 
responsibility to the public at large tof 
keep a steady and growing flow of capi-) 
tal channeled into the economy and 
somehow we are going to have to co- 
ordinate our institutional economic re- 
sponsibility and our sales emphasis, if 
our role is to be fully constructive, if we 
are to do our real job in fighting inflaton. 





“Buy Term and Invest Balance” 

That job, as you and I agree, is to 
continue to generate a high volume ol 
dollar savings. Why? Let’s assume torg 
a moment that the “buy term and invest) 
the rest” idea were carried to its ulti} 
mate. If the cash reserves of the Amer- 
ican policyholder were dissipated, or their 
rate of growth diminished, where would 
we get the money to build plants? Pen- 
sion funds are not a complete answer. 
Are we going to finance our schools, our 
roads, our universities, our churches and 
our homes with issues of common stocks! 
Are present equities, the price of which 
has discounted much future inflation, 
going to have growth potential in ab-/ 
sence of leverage resulting from a cor-} 
porate capital account well balanced : 
in equity and debt? There is also the) 
suggestion that if everybody buys stocks 
as a hedge, we have the situation of a 
theatre in which everyone stands up to 
see over the heads of the people in front. 

I confess that all the seeds of this 
dilemma are not found within our bust 
ness, for the weight of taxes has pro- 
duced a demand for the unusual and § 
opportunities for the resourceful. Our} 
efforts to stem the tide to special selling 
is met by the argument that there 1s 4) 
need for these special services and that 
if life insurance doesn’t offer them, 
someone else will. I have some ques- 
tions about the validity of this argument 
in many of these situations where these 
ideas are applied. Many of our problems 
have been generated right inside ov 
own business, ° 

False Sense of Security 
Most of you here get the majority of 
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your income from the sale of Ordinary 
jife insurance. Many of you write some 
forms of Group insurance. Group life 
insurance is certainly a socially desirable 
coverage, that benefits both insureds and 
their employers. No one can question 
that it has made a place for itself, or 
that it is a force for good. 

To date, most Group life insurance has 
performed a different function from 
Ordinary. For the most part, it has been 
temporary coverage — expiring at the 
termination of employment—usually at 
retirement. In this form it may provide 
a false sense of security when these 
benefits are a major part. of a mans 
life insurance estate. Group life seems 
to have won initial acceptance as an 
adjustment fund or temporary substitute 
for the breadwinner’s paycheck. 

Under these socially beneficial terms, 
the expensing of a prescribed part or 
all of the premium paid by the employer 
makes good sense. However, Group life 
premiums represent untaxed income to 
the insured. When these premiums are 
minimal, then consequent additional in- 
come is likewise. In such situations, the 
income gap between the man insured 
under a group plan and his brother, who 
is ineligible, is not material. 

Consider the situation today. Because, 
in part, of the income taxes in the 
medium and higher brackets, there is 
definite advantage to employes in these 
income groups to have some of their 
insurance costs paid by their company 
and other tax payers—rather than their 
assuming these costs personally. _ Thus 
when the minimal death benefit is ex- 
ceeded, the salaried employe with large 
amounts of group has a definite economic 
edge over those who aren’t eligible for 
Group life and its shared costs. 


Group Life Comments 


Here is another instance where, largely 
because of outside forces, a substantial 
benefit iis available to some—and not to 
others. It would be hard for fairminded 
men to explain why some of our citizens 
should be subsidized through this 
medium, A system that permits a well 
paid executive to be insured as a member 
of a group for two or more times his 
annual gross income before taxes, 1s 
hard to defend. It is hard to detect real 
elements of public interest in such a 
situation—or to muster arguments that 
it is either fair or right. : 

The matter of writing ‘substantial 
amounts of personal insurance on a 
“Group” basis is one that may be solved 
externally by: action on the Federal in- 
come tax front; by state supervision on 
the grounds of discrimination and actua- 
rial soundness, or our industry can face 
up to its responsibilities through a solu- 
tion that will be fair to all. 

I have omitted discussion of one-stop 
sales as I cannot see where it fits with 
your type of specialization. I suspect 
that the MDRT will have mighty few 
members if our future is in supermarket 
life insurance and if the underwriter of 
the future is to sell all forms of insur- 
ance, he will lose his influence and ac- 
ceptance as a superb specialist in a 
steadily more complicated world. No 
happy picture of the alleged bonanza of 
the Simpson-Keogh legislation has been 
drawn, for sound as it is in principle, 
the realities in the need of the Federal 
government for tax funds will probably 
postpone its enactment. 

It would be fun to speculate on devel- 
opments from the electronic age, but 
here I find myself with a split personality 
for I am a director of an electronics 
company and have an enthusiasm for 
their product, but I am also reasonably 
exhausted by a year of trying to make 
one of these gadgets perform properly 
in our home office. Incidentally, it 
Started functioning this month. 


Prophecy About 1965 Market 


No review of economic trends would 
de complete without a quick mention of 
impending developments in the consumer 
market. Barring war or a deep depres- 
sion, the best crystal balls available tell 


us these things about the probable nature 
of our market in 1965: 

Population will be up 15%. The 10 to 
24 age group will be up 41%. These 
people will be entering your market. 
Total consumption of goods and services 
should be up at least 50% from 1955. 
Stated another way, there should be at 
least a 50% growth in consumer income. 
The consumption of nondurables and 
services should be up much more than 
50%. Predicted are much greater ex- 
penditures on education and other forms 
of self-improvement. Industry studies 
and a recent survey of our own policy- 
holders leave no room for doubt that 
interest in the purchase of life insurance 
rises directly in proportion to the degree 
of formal education. 

I do not know of a better audience in 
the world with whom to discuss life in- 
surance selling as a career, the livelihood 
it can provide and the responsibilities 
that go with it. Certainly, the member 
of the Million Dollar Round Table is 
supposed to represent—in fact, must 
represent—the ultimate in terms of what 
is good and desirable in the career of 
life underwriting. While the million 
dollar figure is a purely numerical or 
quantitative measure, your membership 
requirements are aimed at giving this 
qualification a more than numerical 
significance. Above and beyond that, you 
pride yourselves on the standards of pro- 
fessional competence as well as the sell- 
ing effectiveness which characterize the 
membership of this group. And these 
trends we have been talking about, to 
the extent that they may alter or reshape 
the life insurance career, will probably 
have their profoundest effect on this 
organization, and in turn, on the in- 
dustry. 


Over Emphasis Put on New or Novel 


Market trends are well known to this 
group. The fact of the matter is you 
either make or sense them before the 
rest of us. This perception is one of 
the factors that distinguish you. As an 
investment oriented man, I hesitate to 
take time reciting facts you know and 
live with. I will, however, comment that 
it has been my observation that new 
trends in selling, in services and in con- 
tracts tend to be extreme and then 
through experience, modification or regu- 
lation are improved and are added to the 
kit of services you offer. My own feel- 
ing is that of late we have tended to 
overemphasize the new or the novel, 
that we have tended to downgrade our 
market, to make it so easy or painless 
to buy that we have lowered the esteem 
or respect of the individual for the life 
insurance contract that he owns. He 
doesn’t have to put enough of himself 
and his affairs into it, he doesn’t take 
the pride in it that he should. The 
valued life insurance contract is one that 
takes sacrifice upon the part of the 
owner and skill and great persuasion 
upon the part of the underwriter. It 
represents challenge, not the easy way. 

What are you concerned about at the 
career level? A number of you doubt- 
less participated in the first NALU- 
LIAMA Survey of Agent Opinion. In 
one set of questions the agents were 
asked to enumerate developments or 
trends they felt to be significant, either 
on the favorable or the harmful side. 
High on the favorable side were such 
items as better agent training, encourage- 
ment of CLU, LUTC, etc. I am sure we 
will all say amen. 

Heading the first on the negative side 
were the expansion of Group coverage, 
higher Group limits, the family plan, 
the increased use of term and term 
riders, and various forms of financed or 
“borrow to buy” life insurance. It will 
be helpful if during the remainder of 
my remarks you have in mind that these 
items have been cited by a significant 
proportion of you or your associates 
as important and, for the most part, not 
favorable current trends, 

The deterministic theory of history 
has it that all events, including those 

(Continued on Page 8) 


Some MDRT Panel Diicomdens 


Resumes of some of the panel discus- 


sions before MDRT follows: 
McCarthy, Redeker, Lewis, Meeks 


Discussing distribution by trusts before 
MDRT, Marvin L. McCarthy, superin- 
tendent of advanced underwriter training 
for Northwestern Mutual, suggested six 
key questions to open a sale: 

1, “Mr. Prospect, do you know that 
through a life insurance trust you can 
provide a tax-free fund to meet estate 
and inheritance taxes and other estate 
expenses?” The answer is to place pro- 
ceeds in an irrevocable, inter-vivos in- 
surance trust. Proceeds are not part 
of the client’s estate so long as the 
trustee is merely authorized—not directed 
—to make the proceeds available 
estate expenses. 

2. “Have you considered using a trust 
to retain and administer life insurance 
as a part of your estate until your 
children are old enough to take full 
control?” Life insurance can be admin- 
istered and distributed through a trust 
just like any other property. 

3. “Did you know that your life insur- 
ance can be arranged under a ‘sprinkling 
trust’ so that income and principal will be 
paid out to your beneficiaries in amounts 
they need, when they need it?” 

4. “Would you be interested in a plan 

which cuts down your personal income 
tax and applies the tax saved to an 
education fund for your children?” This 
involves placing income-producing prop- 
erty in a term trust—for a term of 10 
years or more—so that the tax on the 
income is shifted from the prospect’s 
high bracket to the lower bracket of 
the trust itself. 
5. “Did you know that your life insur- 
ance on your life, up to one-half the 
value of your estate, can be used for 
the marital deduction, so that you can 
pass it to your wife under trust, if 
desired, free of estate. tax?” 

6. “Have you considered using a trust 
to carry out the provisions of your busi- 
ness agreement? ... Business continua- 
tion trusts are becoming more widely 
used to operate and manage a business 
until it can be sold or turned over to 
the heirs when they attain maturity.” 


for 


Redeker on Beneficiary Designations 


Discussing wealth distribution through 
beneficiary designations and settlement 
options, Harry S. Redeker, general coun- 
sel, Fidelity Mutual Life, said two errors 
have been observed since the principle 
of marital deduction was introduced in 
the Federal estate tax law. First, there 
seems to be a tendency to “overqualify” 
proceeds for the marital deduction. There 
are requests for qualifying clauses on 
behalf of people who, from available 
records, seem not to possess estates large 
enough to be concerned about Federal 
estate taxes. Or there are requests for 
qualifying too large a portion of the 
life insurance estate. This won’t benefit 
the insured’s estate and it may add 
materially to the estate tax burden of the 
surviving spouse at her later death. 

A second error is the erroneous as- 
sumption that payment of the proceeds 
in one sum to the widow or giving her 
a power of appointment, either during 
her lifetime or at her death under a 
settlement agreement, will automatically 
assure qualification for the marital de- 
duction. The policies of some companies 
provide that the beneficiary must be alive 
when proofs are filed to be entitled to 
the proceeds of the policy. The case of 
Eggleston (Estate of DeRoy) v. Dudley 
held that such a policy provision created 
a terminal interest and precluded quali- 


fication for the marital deduction. The 
Third Circuit Court’s later reversal did 
not disturb the principle laid down by the 
District Court. 

_ Companies whose policies are worded 
in this manner are aware of the problem 
and gladly amend their policies on re- 
quest, said Mr. Redeker. 

Following these two speakers, Bernard 
C. Lewis, Prudential, Newark, gave a 
talk, illustrated with color slides, on how 
he organizes his work. He said that 
when he formerly made talks on his 
methods, many agents would say, “Yes, 
but what really are Bernie’s secrets?” 
So, since color photography was_ his 
hobby, he decided to put on film the 
procedures that he uses in his work. 

In the technical tax topics sessions 
that ran concurrently, Jack N. Meeks, 
Northwestern Mutual, Columbus, dis- 
cussed the tax and administration aspects 
of pension and profit-sharing plans. He 
warned against ever inserting anything 
new or untried in the design of a plan 
(no matter how small the item) until 
the effect on each administrative function 
had been experienced. 


Marks, Shepherd, Spencer 


David Marks, Jr., New England Life, 
New York, whose agency is currently 
doing approximately $40 million in Ordi- 
nary business and who personally paid 
for $8 million last year, had tax topics 
as base of his talk. He discussed various 
aspects of the 2039C estate tax exemp- 
tion as it relates to proceeds of insurance 
or annuity contracts received from a 
qualified pension or profit sharing trust; 
the effect on the exemption if beneficiary 
is participant’s testimentary trustee; the 
tax results to employe on the cost of 
term insurance protection by having 
some of death proceeds paid to trustee; 
the emerging and fragmentation of pen- 
sion trusts and use of policy under 
pension trust for matrimonial separation 
purposes. 

In selling on the basis of the 1958 
tax law’s technical amendments, it is 
important, as in any other sale, to out- 
line to the prospect in a simple, concise 
manner what he stands to gain, said 
Donald Shepherd, Tohn Hancock Mutual, 
Quincy, Mass. Mr. Shepherd uses a 
graphic illustration showing what hap- 
pens to a $100,000 personal income on a 
joint return basis. Each $10,000 of it is 
shown divided between “You” dollars 
and Uncle Sam dollars, and cumulative 
totals are given for each step up the 
income ladder. 

In the workshop on selling the small 
pension case, William L. Spencer. CLU, 
Equitable Life Assurance Society, 
Youngstown, Ohio, said the fiscal or 
calendar year is a powerful closing tool. 
“Mr. President,” he says in starting. the 
interview, “you don’t want to lose your 
tax credits for this year, do you? If 
there is any possibility that you are going 
to adopt this plan, it should be done 
before the end of your tax year. Let’s 
establish the trust to preserve this de- 
duction and you will then have 60 days 
to work out the details of the plan.” 


Hester, Bray, McCune, Castelo 


William C. Hester, CLU, Pan-Ameri- 
can Life, Jackson, Miss., listed eight 
advantages of writing small pension 
cases on the association plan. “It is a 
relatively easy matter to obtain the 
necessary personnel data for the purpose 
of making a brief proposal,” he said. 
“Our proposals for a member are very 
brief and consist of these three things: 
an illustration of eligibility requirements, 
an illustration of proposed employe bene- 
fits and a brief cost analysis.” 

In the workshop session on the pro- 
fessional man. Felix H. Bray, Mutual 
Benefit Life, Houston, gave suggestions 
on selling to doctors. 

“Learn to expect broken and delayed 


(Continued on Page 8) 
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Julian Schweizer 


We have complete facilities for de- 
signing TAILOR-MADE GROUP INSUR- 
ANCE PLANS to fit the most exacting 
requirements. Let us assist you with 
clear, easy-to-follow illustrations; quota- 
tions of our highly competitive rates; 
and a simple plan for closing. Call me 
today and let’s get together! 


JULIAN SCHWEIZER, Agency Manager 


MATT JAFFE 


ASSOCIATES, LTD. 


431 5th Ave., N. Y. C. MU. 4-5779 


General Agents 


“ Canapa LIFE 
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Sales Promotion Assistant 


Named by Sun of Baltimore 





DONALD A. OTENASEK 


Sun Life, Baltimore announces the ap- 
pointment of Donald A. Otenasek as as- 
sistant to ithe sales promotion manager. 
He will assist Harvey Kesmodel, Jr., 
sales promotion manager of the com- 
pany, in all phases of sales promotion, 
advertising and publicity. 

A Graduate of The School of Foreign 
Service, Georgetown University, Wash- 
ington, D. C., Mr. Otenasek is a native 
of Baltimore. He goes to Sun Life after 
serving as public relations representative 


for The National Plastic Products Co., 
Odenton, Maryland for the past 2% 
years. Previous to that, he represented 


American Standard in advertising, sales 
promotion and retailing activities. 

Mr. Otenasek is an active member of 
the American Public Relations Associa- 


tion Chapter in Baltimore, 








Woodson Calls Debit 
Big Mass Market Aid 


SYSTEM VERY Y MUCH ALIVE 





Industrial Sales not “Drying up”; Debit 
Agents Increasing Ordinary 





Production 
Benjamin N. Woodson, talking before 
Life Insurers Conference meeting in 


White Sulphur Springs in June made the 
statement that Industrial insurance is 
proving increasingly to be a highly effec- 
tive system for the mass-market distribu- 
tion of insurance, including Ordinary. In 
voicing the above opinion he expressed 
his high appreciation for the services 
rendered by the debit system. Mr. 
Woodson, who has in recent years been 
engaged exclusively in the so-called 
Ordinary end of the business, was an 
executive officer of a combination com- 
pany some years ago and has recently 
“returned” to the combination business 
by reason of the recent affiliation of 
both Home State Life and Knights Life 
with the American General Group. He 
is president of American General Life 
of Houston, president of Home State 
Life of Oklahoma; and vice president of 
the Knights Life Insurance Co. of Amer- 
ica, Pittsburgh. 


Denies Debit System is Slowing Down 


The comparatively small growth rate of 
industrial sales as contrasted with the 
Ordinary upsurge of recent years, and 
the decline in the volume and proportion 
of industrial insurance sold by the giant 
companies, he said at White Sulphur, 
has led casual observers to assume that 
the debit system is slowing down. But 
the fact is, Mr. Woodson pointed out, 
that the phenomenal increase in Ordinary 
sales by debit men suggests that the 
debit system is, on the contrary, assum- 
ing a place of even greater importance in 
the whole field of life insurance. 


Growth of Ordinary in Combination 
Companies 

In support of this observation, the 
speaker noted that the Ordinary pro- 
duced by combination companies has in- 
creased eight-fold in three decades since 
1928, while Ordinary production from 
Ordinary companies has increased a 
little more than three-fold. Using 1928 
as a base, Ordinary sales of Ordinary 
companies have grown from 100% to 
337% in 1958, according to data from 
LIAMA, while the Ordinary production 
of all combination companies has grown 
from 100% to 796% during the same 
period. 

This commentary on the debit system’s 
growing proportion of the total market 
scarcely does full justice to the record, 


B. N. WOODSON 

he added. Emphasizing that his figures 
were personal estimates, based upon data 
which was in some instances incomplete 
and in other instances given in confi- 
dence, he concludes that the average 
debit man with the three giant combi- 
nation companies in 1928 sold about 
$120,000 total face amount of life insur- 
ance, of which approximately $66,000 
was industrial and $54,000 was Ordinary 
—and in 1958 was a $300,000 producer, 
only $10,000 of which was industrial while 
$290,000 was Ordinary! 


A Look at Industrial Sales 


There is no other conclusion but that 
the debit system has “gone Ordinary,” 
Mr. Woodson declared, and to an extent 
which few persons appreciate. Even so, 
industrial insurance sales are by no 
means “drying up,” as is widely assumed, 
since 1958 industrial sales were only a 
trifle less than double the volume of 
30 years earlier and constituted the 
largest one-year total in recorded history. 

The continuing success of the debit 
system and in particular its transition 
from industrial to Ordinary demonstrates 
that the debit system is an efficient, 
economical and highly practical distribu- 
tion system for taking all forms of insur- 
ance to the mass market, Ordinary in- 
cluded. The speaker observed that this 
system is not especially adapted to the 
“carriage trade,” or complex program- 
ming and for estate planning, just as the 


assembly line turns out high-quality 
mass-produced items but not artistic 
creations such as individually tailored 


suits. But, he said, the system has proved 
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MUTUALZ LIFE INSURANCE COMPANY 
0sTON, MassacuuUsETTS 


Ask M. L. CAMPS AGENCY 


about 


JOHN HANCOCK’S IMPROVEMENTS 


Accidental Death Benefit which includes Triple 
Indemnity for accidental death on public trans- 


Call us for Full Sn formation 


ABE EISEN, C.L.U. 
GEORGE CUSHMAN, JR. 
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EAST 
SALES PROMOTION SUPERVISOR 


THE COMPANY: Life Company of highest 
professional and financial reputation. 

THE POSITION: Create Sales Promotion 
materials; edit Company magazine and plan 
sales meetings, conferences, etc. 


QUALIFICATIONS: Age range, 28-35, some 
college helpful. Employer prefers young 
man with one-three years’ life experience 
that has _ enabled im to demonstrate 
creative gens and adaptability to Sales 
Promotion work. We recommend this posi- 
tion highly by reason of the Company 
— and very rapid promotional possi- 
ilities 


Poe ype of other i all types Life— 
& H.—Fire—Casualty openings available 
Confidential han- 
postal card will 
WE OPERATE. "" No obliga- 


Precinct the country. 
dling of all “th A 
bring "HOW 
tion to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 














itself tremendously effective in a mass 
market. 


Close Personal Supervision 
Mr. Woodson stated that one of the 









SERRE AR ME TS 


Lge ERIS 


reasons why the debit system 1s so strong | 


and successful is that it gives manage- 
ment an opportunity (and a need) to 
extend close, personal and_ effective 
supervision, of a kind and to a degree 
scarcely possible in an “Ordinary” oper- 
ation, 


He noted that one of the system's 


great advantages is that it incorporates | 


frequent contact and establishes a unique 
personal relationship between company 
(through the agent) and customer. 


He | 


emphasized also the values of the greater | 
definiteness of the debit man’s job and | 


the advantages of its compensation sys- 
tem in helping the new man _ become 
established in his job. 

The debit system, he concluded, has 
taken its place in the field of Ordinary 
and promises to perform in the future 
in a manner which will outshine even 
its brilliant past. 





Graham Hopkins Retires as 
Lincoln Nat’! Gen’! Agt. 


Graham Hopkins, general agent of 


Lincoln National Life’s Dayton office, is | 


retiring from his general agency respon- 
sibilities to devote his entire efforts to 
tthe personal service of his clients and 
prospects in the Dayton area, according 
to an announcement by Henry W. Per- 
sons, vice president in charge of agen- 
cies for the company. 

Mr. Hopkins, who ‘thas headed Lincoln 
National’s Dayton agency for the past 


13% years will continue with the com- | 


pany as a specialist in estate planning, 
business insurance, and pension matters. 
A member of the Lincoln National Life 
sales organization since his graduation 
from Yale University, Mr. Hopkins at- 
tained the highest honor the company 
awards its representatives when he was 
designated Agent of the Year in 1939, 
In recognition of this award his name 
is inscribed on the main lobby. wall of 
the company’s home office in Fort 
Wayne. 

Commissioned Colonel in the Air Corps 
Reserve in World War II, Mr. Hopkins 
was awarded the Legion of Merit for 
his services as assistant chief of the 
equipment laboratory at Wright Patter- 
son Air Force Base. 





FORT WORTH MANAGERS ELECT 
Jess Mankin, Jr., Connecticut General 
Life, was recently ‘installed as president 
of the Fort Worth General Agents and 
Managers Club. Other officers include 
B. Fowler, Jefferson Standard, vice 
president; Francis B. Purdue, Genera 
American, secretary-treasurer. Louis 
Washburn, C. & I. Life and Ralph 
Beaver, CLU, Guarantee Mutual, were 
installed as members of the board of 
directors. Total membership of the as 
sociation is at an all time high of 67. 
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B. T. Newton To Go With Philadelphia Life Meeting THE LEE NASHEM AGENCY 
Institute of Life Ins. More than 450 field and home office “The Major League Agency” 
representatives of Philadelphia Life (Mutual Benefit its tnpreanee Co., 
oo a J ewar 
NAMED EXECUTIVE VICE PRES. gathered at the sellevue-Stratford Hotel 
doah Lif 4 in Philadelphia recently for the William TO BROKERS 
Resigns Shenandoah Life Presidency; to Elliott birthday celebration dinner-dance, We pay 55% -+ nine 5's vested on 
eee Oe nee aa held in honor of the company’s chair- Ordinary Life! 
man of the board. Highlight of this pene — Fh eet cash 
Blake Tyler Newton, Jr., has resigned celebration was the announcement by a penal — erent types 
> a Shenandoah a Pog Chairman Elliott of the many records One year incontestable—not two. 
eecutine vice-president of Institute of set during this period. The goal of 18 COME IN AND SEE US! 
million dollars of paid business was sur- 








Life Insurance. He will assume his new 
post in New York August 1, Rages 
to an announcement by Holgar J J. John- 
son, Institute president. 

A native of Virginia, Mr. Newton has 
been a board member of the Shenan- 
doah Life since 1948 and president since 
1957. Prior to 'that ‘he was for two years 
assistant vice-president and attorney at 
Washington, D. C. for the American 


passed and a total of $21,760,919 was LEE NASHEM AGENCY 


produced, a company record for the an- 

nual celebration period. Chairman Elliott 

also announced that the paid Ordinary 

business for the month of May was $12,- 

750,076, a gain of 14.3% over May, 1958. 
Kae . 4 ; sb ‘ ’ 

In addition, Ordinary business for the Provident’s New Department 


110 East 42nd Street 
New York 17, N, ¥ 





Telephone and Telegraph Co. He was year to date increased to $42,854,107 as Provident Mutual Life, appointed 
also attorney and general solicitor for a of the end of May, an increase of 13.9% Everett T. Allen, Jr., manager of a new 
number of years for the Chesapeake and over the same period last year. Insur- Pension Plans Department. He was 
Potomac Feeeness oe red jaya gM ance in force increased to $450,711,439. formerly manager of Group Pension 
Pct ks an mei east aie Co. BLAKE T. NEWTON, JR. The occasion opened with a reception, Department. ; 
of Viriginia. followed by dinner. Master of ceremonies Walter E. Lehmann, formerly head 
Mr. Newton has also held public problems committee of the American Allen J. Hicks, chairman of the com- of underwriting, Group pensions, was 
office in Virginia, being director of the Life Convention and a member of the  pany’s General Agents’ Association, in- elected an officer and appointed assistant 


Securities Division of the State Corpo- Joint Committee on Federal Income Tax- troduced Chairman Elliott, who distrib- 
ration Commission from 1939 to 1946 ation of Life Insurance Companies of the uted prizes to the top producers of the ; j 
and counsel of the Commission from 1946 ALC and LIAA. He is a prominent William Elliott Birthday Celebration Wil! act on a company-wide basis in re 


manager of the new department, which 


to 1948. His earlier experience included Episcops ilian and chairman of the finance drive. gard to pension proposals. Each case 
three years of e bps aia — as — of Vive — al oe eae eee ery: sill be judged on its own facts in 
law professor at ‘the College o iliam outhwestern Virginia e is also on the “e ‘ ' ore: 
and Mary. Advisory Council, of Naval Affairs at Dominion Industrial Exposition, Roanoke determining whether it should be funded 
On many boards of directors in Vir- Roanoke, the advisory board of the Eye Valley Development Corporation and and administered through the Group Di 
ginia, Mr. Newton has been an active Bank and Sight Conservation Society Roanoke Symphony Society. vision or Ordinary Division 
leader in ae inoke community affairs. He of Virginia and executive board of ithe Mr. and Mrs, Newton have three chil- 
oy | > . S ee 
is a member of the American Bar Asso- Roanoke Council, Boy Scouts. dren, Blake III, 17, Anne Rodgers, 15, 
ciation, the Virginia State Bar Associa- Among the boards on which Mr, New- and Julia Benedict, 10. Mr. Newton isa J 
tion and the American Law Institute. ton has been serving are: Colonial- member of the Roanoke Country Club, Bruce Shepherd Back at Desk 
During World War II, Mr. Newton American National Bank, United Fund Burning Tree Club, Commonwealth Club, Bruce E, Shepherd, executive vice 
spent four years as a lieuten: ant in the of Roanoke Valley, Burrell Memorial of Richmond, Metropolitan Club of president, Life Insurance Association of 
Navy. Since entering life insurance, he Hospital Association, Episcopal Radio- Washington, Skenandoah Club of Roan- America, has returned to his office after 
has been active in association work ‘and =TV Foundation, Shenz andoah Club, Junior oke, and is also active in the Rotary a month’s absence during which the had 
is currently a member of the investment Achievement of Roanoke Valley, Old Club. an operation, 





O’BRIEN & O’BRIEN offers new 
opportunities in LIFE and H. EA. ! 
















b nd Terrific portfolio by the Springfield-Monarch 
Insurance Companies! 







- Major Medical, guaranteed continuable for life 
... all forms of participating Life 
..- flexible group Life and H.& A. coverages 








.. hard-hitting sales aids 















“YOU SA y errific agency contract 
BROKERS fie : oe vesting , 


GE T lida > [ ) — ‘ ee Pa PRED eas, naa 
0U I OF LIF, E weal q > ‘| tae commission—first year, ; 2-10, eac 
at a ait _ ‘ > Terrific service facilities! 
r] — oC ...O’Brien & O’Brien acts as YOUR Life and 
0 Peon ” ne H.& A. department. 
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O’Brien & O’Brien, serving New York brokers 
since 1909. Complete, multiple lion facilities. 
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Fitzgerald Talk 
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presumably initiated by human beings, 
have causes which are rooted in other 
events and that, consequently, history 
determines its Own evolutionary changes 
and there isn’t much that men can 
do about it. If you want to apply 
tha kind of theory to our discussion 
today, you can accept all the trends 
and the changes they may bring 
inevitable and adapt to them as best 
you can. On the historical and economic 
front, however, there are always a certain 
number of foolh:z irdy individuals who 
persist in the notion that their thinking 
and conduct do have some impact on the 
course of events, or who will not at least 
admit other until they have given it a 
good try. If you are one of these, you 
will have the notion that both your ‘indi- 
vidual careers and the nature of the 
insurance business and the Round Table 
may be at least partially subject to your 
control and you may wish to bear with 
me in a little further analysis of the 
possibilities. 


as 


Confidence in Life Insurance Career 


As we have known and understood and 
valued the career of the life insurance 
salesman, what has been the basis of 
it? In my mind there is not the slightest 
doubt that it has been a growing confi- 
dence over the past one hundred years on 
the part of both agent and public in the 
security and allround work-ability of 
legal reserve life insurance. I am sure 
every student of the history of our busi- 
ness would bear this out. 
_ And when I say legal reserve life 
insurance, | mean that particular and 
peculiar unification or marriage of the 
investment account and the risk account 
which developed and reached its fruition 
in this country. I mean, of course, the 
whole bundle of nonforfeiture benefits, 
loan provisions, waiver features and 
settlement options that have grown up 
as part of this unparalleled mechanism. 


Insurance Reserves 


To this group there is no need to 
recite that remarkable history. You know 
full well how insurance reserves were 
invented to make level premiums possible 
and how these reserves, in turn, became 
flexible property rights in the hands of 
the individual certificate holder as Elizur 
Write and others thought through the 
fundamental purposes and uses of this 
extraordinary device. And, knowing this, 
no declaimer of the half truth about life 
insurance can ever confuse you or your 
prospect with hocus-pocus to the effect 
that the buyer of cash value life insur- 
ance is somehow investing in illusions. 

The indemnity feature of life insur- 
ance is a wonderful and unique element 
in our contract, but we would have today 
only a small fraction of the public inter- 
est and public confidence in our services 
if that were all we had been able to give. 
It is rather the interplay of the two 
elements, the supplementing of one by 
the other, which has proved to so many 
millions of our people that life insurance 
is the basic answer to family security. 
If all we were able to offer had been 
term insurance, would America’s bread- 
winners have discovered life insurance 
to be the solution? Or would the rising 
mortality costs, falling away of good 
lives, and the lack of built-in emergency 
funds for destitute buyers have brought 
a different and qualified conclusion that 
here was a sometimes helpful device, but 
often a fair-weather friend which drained 
your purse for years only to disappear 
when tragedy and crisis occurred ? 

This may be a rhetorical question, but 
the answer need not be rhetorical, be- 
cause in the records of assessment in- 
surance is the sad history of what actu- 
ally happened. 

Or suppose, on the other hand, that 
our offer had been limited to that fine 





portfolio of senior securities which our 
investment departments operating over 
the long term and with well-staggered 
maturities have been able to develop, 
how succesful would we have been then? 
It is hard to say, because I have a feeling 
we have always undersold this most 
superior service as a kind of adjunct to 
our life contingency operation. So, may- 
be we would have fared better than we 
know, but certainly without a self-com- 
pleting clause, without the risk element, 
without the annuity principle in our 
option service, we would have lacked 
much of the magic which has always 
enabled us to say, “You don’t have to 
speculate, you don’t have to gamble, you 


don’t have to cut corners on the two 
wheels of hope and anxiety. You can 
do it the good way, the sure way, the 


guaranteed way, because you don’t have 
to worry about the time. Neither death 
nor disability can take it away. That 
overshadowing hazard has been elimi- 
nated—if you don’t have the time, you 
won't need it. Relax! Take it easy! We'll 
work for you, and we'll tell you exactly 
what you'll get.” 


Life Insurance Not Built on 
Term or Endowment 


These are the features that built life 
insurance and if not all of the careers 
represented in this audience today, then 
at least the foundation of acceptance, 
confidence and respect which make any 
other kind of life insurance career 
possible. Life insurance was not built 
on term insurance or on endowments. 
Life insurance was not built on the 
speculations of the tontine era or any 
other speculative diversions where people 
sought faster ways to get rich. If life 
insurance was built on policy loans, it 
was because when people needed money 
in the thirties and at other times, they 
found they could make policy loans. It 
Was certainly not because policy loans 
had been used from the inception of the 
policies as a device to make emergency 
loans impossible. 

So, with apologies for this venture into 
the most primary of our primary funda- 
mentals, let us come back to the main 
thread. What kind of a career do you 
want? If, as I personally believe, life 
insurance as we know it could not 
have been built on a basis other than 
what I have just described, then how 
can any of us propose to build it over 
on some other basis? If we forsake and 
depart from, in any large degree, this 
unique dichotomy of our business, on 
what solid substructure of acceptance, 
confidence and economy can we build 
anything like the golden opportunities 
that have been ours. Fortunately—and 
this I firmly believe—these opportunities 
are still here. The confidence is_ still 
here. The needs are still here, and there 
is not one of you who cannot build as 
high and as solid as he may wish, if this 
is the way he, too, believes. If you are 
one of these, and if you act accordingly, 
you will, in my opinion, be doing not 
only a great service to yourself and those 
who buy from you, but you will be 
helping to perpetuate and strengthen the 
remarkable edifice which, because it had 
been built this way by others, attracted 
you for a lifetime career. 

If you feel—as some of you may—that 
the fundamentals I have been talking 
about are passe, and that anything more 
than lip service to them on the part of 
either buyer or seller must be regarded 
as naive, I can only say that you are, 
of course, entitled to your opinion. I 
will have to feel that you don’t have 
th same concept of life insurance as I 
do, nor the spirit which has and will 
continue to enkindle it and make it great. 

don’t think that those who have lost 
faith in the fundamentals will profit 
greatly under its banner. There will, I 
am confident, be too many others in all 
phases of this great business working to 
perpetuate and improve in the basic 
values which we have. I like to count 
myself one of them and I like to think 
that your membership is a leader in this 
same philosophy, 


Panel Discussions 


(Continued from Page 5) 


appointments,” he said, “mainly because 
ot emergencies inherent in the doctor's 
practice. Doctors most dislike long in- 
terviews not instituted by themselves, 
and being called on without the courtesy 
of a requested appointment. 

“Especially with a young doctor, 
quickly let him know you have some 
new and fresh ideas that have enabled 
many of his colleagues to improve their 
financial situation without appreciably 
increasing their present capital outlay.” 

Donald C. McCune, Fidelity Mutual 
Life, Pittsburgh, said the greatest stumb- 
ling block in dealing with professional 
men is obtaining a favorable interview. 
The agents should keep in mind that on 
the initial contact he is selling not life 
insurance but his service. This means 
respect for the doctor’s time and hence 
a business-like approach. 

Robert E. Castelo, Northwestern Mu- 
tual, Champaign, Ill, told how he uses 
a rough but graphic sketch of “the man 
at the pump,” i.e. the policyholder pump- 
into all the usual channels. 


ing money 
“To illustrate the problem in estate 
planning cases, I erase the man at the 


pump and then of course we have the 
administrator or executor attempting to 
see to it that creditors and Uncle Sam 
are paid and that the family, with the 
income developed by the man at the 
pump, can continue to live and do the 
things that the estate owner would wish, 
for them,” said Mr. Castelo. 


Todd, Summa, Loring, Watts 


John O. Todd, Northwestern Mutual, 
Chicago, discussed major estate and in- 
come tax relief for the very successful 
business man; key coverage for large 
corporations, whether tied to deferred 
compensation or not; and split dollar in- 
surance as a means of low-cost but high 
yield added compensation on a basis that 
is strictly discriminatory in favor of top 
executive rather than non-discrimina- 
tory as the Government requires in an 
approved pension plan. 

Donald J. Summa, partner in a New 
York accounting firm, explained how an 
electing corporation could produce better 
results for its owners with employe bene- 
fit plans and profit sharing plans. 

Keith W. Loring, National Life of 
Vermont, Miami, said he tried to use 
term riders as an unusual form of double 
indemnity without all the usual restric- 
tions. 

Stanley S. 
Norfolk, 
use of a 


Watts, Equitable Society, 
commented on his successful 
“trust company” approach. 


Epstein, Hartman 
Ben Epstein, Kansas City Life, Hous- 


ton, described a plan which he found 
especially useful in community property 
states, by which a husband can supply 
the estate ample tax free dollars to cover 
the estate taxes on his wife’s half of 
the community estate, especially should 
she predecease him. 

William C, Hartman, Jr., National Life 


of Vermont, Athens, Ga., stressed the 
appeal of  split-dollar_ insurance for 
donors of tax-exempt foundations. He 
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said the basic appeal to the donor is © 


the prospect of making a substantial con- 
tribution of the order of a million dollars 
to the foundation as a death benefit. 


Howes, Kingston, Hawaii Movies 


The deferred-compensation workshop 
had as first speaker Alfred S. Howes 
Connecticut Mutual Life, New York 
City, who said that of primary impor- 
tance to the employer is the exemption 
of the reserves in the life insurance 
contract from secton 531-7 income of the 
1954 internal revenue code (section 102 
income of the 1939 code). 

“The courts have held in many in- 
stances,” he said, “that the purchase of 
life insurance is necessary and proper 
in the conduct of an employer’s business, 
particularly to indemnify a corpor ation 
against loss upon the death of a key 
executive. 

In his workshop session, Charles T, 
Kingston Jr., Union Mutual Life, Hart- 
ford, used slides to show the 14 sketches 
that he uses in his approach talk. He 
has found it to be the answer to the 
problem of how to convey to the prospect 
the mechanical character of the agent’s 
service and also his “serve more” philos- 
ophy at the same time. At the end of his 
presentation, he asks the prospect, “That 
is as succinctly as I can tell the story. 
Does this service appeal to you?” 

During one evening there was an 
exhibition of color movies on Hawaii, 
where next year’s Round Table will meet. 
Presiding was Quan Lun Ching, CLU, 
Prudential, Honolulu. 

Placed More Than $3 Billion 

Chairman Adon Smith of 1959 MDRT 


told its convention in Florida that one 
reason for decline in this year’s member- 


ship from 1958 peak was because of 
change in term insurance rules for 
credits. Top number of lives sold by 


any one member was 830 for $2,544,000. 
Another member qualified with 131 lives 
for $9,693,000 in one company. He thought 
members of 1959 MDRT placed more 
than $3 billion last year. 

Some new features of this year’s 
MDRT roster were distributed at the 
meeting. In addition to the usual alpha- 
betical, geographical and company list- 
ings it now shows when a member first 
qualified, how many times he has done 
so and there is a special listing of those 
who have qualified 15 times or more. 





Million Dollar Round Table Members 


The recently announced total of 2,688 
members of the 1959 Million Dollar 
Round Table includes the following list 
of members in the Eastern and South- 
eastern states and in Canada as far west 
as Winnipeg. To save space, some com- 


pany names are abrreviated: Aet. for 
Aetna; BMA, Business Men’s Assur- 
ance; Canada, Canada Life; Confed., 


Confederation Life of Canada; CG, Con- 
necticut General; CM, Connecticut Mu- 
tual; ELAS, Equitable Life Assurance 
Society ; Eq. Ia., Equitable Life of Iowa; 
G-W, Great-West Life; Guar. Mut, 
Guarantee Mutual of Omaha; Guar., 
Guardian Life of New York; JH, John 
Hancock; KCL, Kansas City Life; LNL, 
Lincoln National Life; Mfrs., Manufac- 
turers Life of Canada; MM, Massachu- 
setts Mutual; MONY, Mutual Of N. Y.; 





MBL, Mutual Benefit Life; NLV, Na- 
tionai Life of Vermont; NEL, New Eng- 
land Life; NYL, New York Life; NA/- 
Can., North American Life Assurance of 
Toronto; NA/IIl, North American Life 
of Chicago; North./Can., Northern Life 
of Canada; NWM, Northwestern Mu- 
tual; NWNL, Northwestern National; 
Penn, Penn Mutual; UC, Union Central; 
unaffil., not affiliated with any company. 

Names of additional qualifiers appeared 
in the June 12 and June 19 issues of this 
paper. 


West Virginia 


Charleston—Franklin W. Bowen, CLU, NWM; 
Thomas A. Bradford, NYL; Charles F. Fox, 
KCL; Robert W. Garner, Continental Assurance; 
Alan A. Greenspon, CLU, ELAS; Deal 
Tompkins, NWM;; Hugh G. Thompson Jr., NW M. 

Clarksburg—Samuel: B. Urso, Penn. 

Elkins—R. Gordon Barrick, Penn; D. Edwin 
Fletcher, Occidental (Cal.). 

Huntington—William C. Campbell, JH. 
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Wheeling—George Paul Roberts, MM; Ed- 
ward I. Taylor, Guar. 
Indiana 


Anderson—Thomas H. Redmond, Indianapolis 


Life. : | 
Bloomington—Don D, Schlundt, Indianapolis 


Life. 

Elkhart—Keith A. Yoder, NEL. 

Evansville—Warren E. Brougher, Prov. L&A; 
Charles E. Smith, Consumers Nat. Life. 

Fort Wayne—Walter R. Benz, CLU, Penn; 
Eugene K. Druart, CLU, Indianapolis Life; G. 
Wendell Dygert, CLU, NWM; John D. Haynes, 








Hamilton Gardner, 
J George y 


bees; A. 
Holmes, 


Life; R. Neal 

Robert S. Sternberger, MM; Edward D. Stevens, 

Indianapolis Life; William T, White Jr., MBL. 
Lafayette—Winston H. Robbins, CLU, Eq. la. 
Logansport—Richard G, Elliott, MM. _ ‘ 
Muncie—Jack Peckinpaugh, Indianopolis Life. 
New Albany—Richard J. Moser, NWM. | 
Noblesville—Maurice A. Kennedy, Indianapolis 


Life. 

North Manchester—G. William Sayers, Colum- 
bus Mutual. 

Seymour—Carl J. Rennekamp, unaffil. | : 

Shelbyville—Nate Kaufman, Indianapolis Life. 

South Bend—Robert O. Barkley Jr., American 
United; Edwin P, Charlette Jr., UC; Herbert 
L. Cramer Jr., NWM;; Clifford E, Hoenk, NWM; 
Joe Mellow, JH; Franklin A. Morse; NWM; 
Frank E. Sullivan, CLU, American United. 

Terre Haute—Forrest G. Sherer, Eq. la. 

West Lafayette—Robert B. Brown, CLU, Col- 
lege Life; Robert E. McGinn, College Life. 


Ohio 





Akron—E, J. Adams, ELAS; Thomas R. 
Bouck, JH; Thomas A. Ferns, ELAS; Joseph 
A. Mariola, MONY; Abe Newman, Guar. Mut.; 
Karl H. Schmidt, CLU, NLV; Sherman O. 
Schumacher, Provident Mutual; Lowell A. 
Weaver, Phoenix Mutual. 

Alliance—C. Ted Ermlich, CLU, Ohio Na- 
tional; Robert D. Wright, Bankers of la. 
——- a C. Farber, MM; Alfred Ziff, 
Castalia—James L. McGookey, NYL. 
Cincinnati—Elmer W. Berry, NLV; Clyde E. 
Davison, MBL; Danny D. Dell, Pru; R. Earl 
Denman, Pacific Mut.; William T. Earls, CLU, 
MBL; Jack B, Frohman, CLU, NWM; Louis 
Gutmann, CLU, Penn; Charles F, Hais, Phila- 
delphia Life; William B. Hardy, NEL; Clarence 
|, Heldman, CLU, Pru; Sam S. Herwitz, MONY; 
Frederic C. Hirons, CLU, UC; Charles P. 
Hochstadter, Pacific Mutual; Robert F. Ives Jr., 
MM; Byron T. Jenings, CLU, UC; Maurice J. 
Koch, CLU, NWM; Adams S. Koller, MONY; 
Sol Kolodny, Franklin; Robert A, Lauer, CLU, 
NWM; Jacob B. Neiman, MONY; Thomas W. 
Owens, Pru; George D. Pauly, State Mutual; 
Milton J. Rappoport, G-W; Walter L. Richard- 
son Jr, NYL; Carl R. Schlotman Sr., Conti- 
nental Assurance; Albert G. Schmerge, MBL; H. 
Kendall Stegeman Jr., CG; Benjamin O. Stoner, 
CLU, CG; Patrick Sweeney, LNL; Roe 
Walker, CLU, NWM; C. Ralph Weil, NWM; 
Sidney Weil, MBL; Norman A. Weitkamp, 
MBL; Daniel M, Witten, CLU, UC. 

Cleveland—W. Allen Beam, CLU; State Mu- 
tual; Charles R. Bechtel, MBL; Edwin J. 
Behrens, CLU, NEL; Max Bensinger, CLU, 
NYL; Leonard H. Benson, CLU, LNL; Joseph 
J. Berg, LNL; Thomas A. Card, CLU, MBL; 
Fletcher Carscallen, G-W; Robert S. Caulkins, 
CM; George B. Chapman Jr., Aet.; Robert K. 
Clark, CLU, NEL; Thomas W. Cristal, NWM; 
Jack H. Currence, MM; Milton E. Curtis, CLU, 
MM; Leigh H. Davis, CLU, ELAS; Robert A. 
Files, NWM;; Morton H. Franklin, NYL; Sidney 
Franklin, CLU, NYL; Bruce I. Gheen, MBL; 
Allyne M. Hodes, 


Clarence E, Pejeau, CLU, MM; 
“au . Pfleger, MBL; D. Miley Phipps, CLU, 
NEL; George H. Plante, JH; Robert F. Politzer, 


CLU, NLV; James A. Purdy, Jefferson Stand- 


ard; James D, Rosenbaum, CM; James G. 
Schindler, Pru; George H. Schumacher, MM; 
tanklin E, Sheilder, CLU, NWM; John R. 


Telich, CLU, Sun/Can; Wayne M. Trostle, MM; 
N ‘ J. Unik, ELAS; Asa F. Voak, CLU, 
NEL; William E. Warnkin, Columbus Mutual; 
LNL P. Warren, MBL; David Warshawsky, 
W ; Willard A, Weiss) NWM; Harmon M. 
Wertz, Phoenix Mutual; Lewis L. White, NYL; 
Weustick N_ Winkler, CLU, MBL; Louis E. 
oodworth, JH; Frank R. Yeaser, NEL; Elmer 
Zabor, MM. 
pLolumbus—Robert C... Bradley, .CLU, .NYL: 
Eau. Carlin, unaffil.; Oscar Carlin, unaffil ; 
comin M. Ellman, Canada; Martin H. Gold, 
— Herchel E, Henry, NYL; Fred F. 
cee Jr., CLU, MONY; John V. Johnson, 
i U, MBL: Edward J, Kavanaugh, JH; Wayne 
- Lewis, Ohio State; Jack N. Meeks, NWM; 
cLU. K Miller, CLU, MBL; Gilbert Moody, 
Do MONY; Moyne G. Margan, MM; Jeraid 
 O’Koon, MBL; Jacob A. Shawan, CLU; Ohio 








State; Robert L. Van Dyke, BMA; Ezra W. 
Welton, BMA; Darl L. Woltz, MBL. 
Dayton—Joel A. Blandford, MBL; Marvin 
J. Brown, NYL; Robert Casey, NWM; Fred 
F. Hageman, CLU, ELAS; G. L. Hoefler, NYL; 
John N. Kalkas, NWM; Louis Matusoff, KCL; 
Nathan P. Paulus, State Mutual; C. Robert 
Purnhagen, MBL; Clarence I. Quilling, NYL; 
Mel F. Ross, ELAS; Clare G. Sharkey Jr., JH; 
Robert D, Smith, MM; Donald E. Stull, MBL; 
Robert J. Wagner, MBL; Herbert E. Whalen 
Jr.. NWM. . 
East Liverpool—Ben Feldman, CLU, NYL. 
Elyria—Victor F. Stewart Jr., Aetna. 
Franklin—Richard W. Rossman, MM. 
Hamilton—Willard Paulin, NYL. 
Lima—Richard B, Hardy, CM; William A. 
Whitney, NEL. 
Lorain—Harold E. Pryor, Ohio Nat. 
Mansfield—Hugh W. Crouse, JH. 
Toledo—William G. Adams, CLU, Aetna; 
Harold A. Aubry, CLU, Franklin; Charles S., 





Beck, CLU, NWM; Burt L. Bershon, MBL; 
Elmer V. Gettys, NWM; Lester J. Haring, 
NYL; Edward D. Husted, Aetna; Newton H. 
Johnson, unaffil.; Robert F. Kelley, Contl. Assur. ; 
James W. Kennedy, NEL; Robert E. Meeker, 
CM; Philip L. Miller, CM; Conant M. Ohl, 
CLU, NWM; C. Milton Sherman, CM; Arthur 


L. Zepf, Aetna. 
Upper Sandusky—Dale E. Shambaugh, 
NWM. 


theran Mut. 
Wooster—Dale N. Shutt, 
CL, Ba. Tes: 
William L. 


Youngstown—C, J. Amstutz, 
L. A. Spencer, CLU, ELAS; 
CLU, ELAS; Clarence J. Strouss Jr., 
.U, NWM. 
NWM. 


Spencer, 
CI 
Zanesville—Robert W. 


Lu- 


Forker, 


Kentucky 


Elizabethtown—Roy C. Morehead, Southern. 
Lexington—Henry L. Turner, III, Phoenix 
Mutual. 


W. Brown, CLU, 


MBL; 
Harry W. Castleman, CLU, NEL; W. Harlow 


Louisville—John 


Edwards, NLV; Albert L. Hallenberg, LNL; 
John L. Helm, CLU, NLV; Eugene M. Hin- 
man, NYL; E. Ollie Mershon Jr., ‘NLV; J. 
Colgan Norman, CLU, Penn; Doyt C. Poling, 
Pru; Ralph H. Ruch, CLU, MONY; William 
D. Shelby Jr., CLU, Acacia; D. P. Vandivier, 
Travelers. 

Owensboro—James H. Johnson Jr., LNL. 

Prestonburg—Joe D. Weddington, Coastal 
States. 

Tennessee 

Chattanooga—Jack L. Baras, MM; Edward E. 

Brown Jr., CLU, Penn; Joe W. Davis, Volun- 


teer State; Robert F. Hopper, Interstate L&A; 
James B. Irvine Jr., CLU, NLV; Jeffie C. John- 


son, Provident L&A; Alson R. Kemp, NEL; 
J. Beryl Kemp, JH; Edwin O. Martin, CLU, 
Provident L&A; Coyel V. Ricketts, Volunteer 





point of view 






safeguarding tomorrow 








Northwestern Mutual’s 


makes a difference... 


e share the agents’ belief 
that they get more 

out of an Annual Meeting 
they run themselves. 


79th Annual Meeting of Agents, July 20, 21, 22— 


Milwaukee, Wisconsin 


HE AnnuaAL MeetinGs of Northwestern 
Mutual Agents are unique in that they are 
planned and run by the agents themselves. This 
makes for a dynamic, down-to-earth program, 
dealing with subjects that are most important to 


the agents in their work. 


This year’s meeting will draw more than 1400 
agents and their wives from every corner of the 
country. The Executive Committee of the Associ- 
ation of Agents in charge of the meeting includes: 


John R. Mage 

Ben S. McGiveran 
Nathan H. Burgheim 
R. Merle Palmer 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
Milwaukee, Wisconsin 


Dennis E. McTigue 
Lester A. Wilbert 
Robert A. Files 
Harold F. Vinson 
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William S. York Named 
By Metropolitan Life 


MADE SECOND VICE PRESIDENT 
Company Also ieee Designation 
of Dr. William P. Shepard As 
Chief Medical Director 





William S. York has been appointed 
vice-president by Metropolitan 
was announced by Frederic W. 
Metropolitan’s president. In his 
Mr. York will be in charge 
electronic equip- 


second 
Ly ife, it 
E cker, 
new post 
of the 


application of 





WILLIAM S. YORK 


company’s operations. As- 
him in this work will be 
John J. Finelli, third vice-president. Mr. 
York has been with the Metropolitan 
1932, and has been an officer since 
Prior to the current advancement, 


ment to the 
iated with 


soc 


since 


1945. 





SHEPARD 


DR. WILLIAM P. 


he held the rank of associate controller. 

Als ) announced was the designation of 
Dr. William P. Shepard as chief medical 
di recto x. Dr. Shepard formerly was med- 
ical director. He has been associated 
with the Metropolitan since 1926. 

Dr. Shepard is recognized as one of 
the natian's leading public health au- 
thorities. He was recipient, in 1956, of 
the Albert Lasker Award of the Ameri- 
can Public Health Association for “in- 
fluencing the health of all Americans as 
a pioneering industrial health phvsician, 
health educator, and government adviser.” 

Other appointments were. 

Dr. sagged W. Finegan, Dr. Joseph 
C. Horan, Dr. K Jefferson Thomas, Dr. 
C Coleman Real my and Dr. Wallace 
Troup ae each mppeksed a medical 
director. Norman H. Golding was 
appointed. assistant vice-president. 


Also, 





Metropolitan Officers 
In Management Study 


AT PRINCETON FOR 3 WEEKS 
President Ecker Explains Purpose; An- 
other Group Takes Advanced 
Studies In August 





A Group of officers and other upper 
management personnel of Metropolitan 
Life are participating in a three-week 
advanced management conference in 
Princeton, N. J. The conference consists 
of lectures, case studies, group discus- 
sions and directed reading under a 
faculty drawn from leading universities 
and definitive sessions conducted by 
high-ranking officers of the Metropoli- 
tan. 

The group numbers 45. In August a 
second group of the same size will pur- 
sue a comparable three-week’s program. 
The two conferences are part of a plan 
in which ultimately some 360 members 
of upper management at the Metropoli- 
tan will participate. 

“We believe that these advanced man- 
agement conferences will yield important 
benefits,” commented Frederic W. Ecker, 
Metropolitan’s president. “The purpose 
is to present to our people the current 
approach and the practical Metropolitan 


He's on the 
RIGHT ROAD 
AVA h a 









Important among the vast number of sales aids made 

available by the Equitable Life of Iowa is its Direct 

Mail program. Accorded an award by the Life 

Advertisers Association, and successfully proved in 

the field, this program is one more valuable help 

to the Career Life Underwriter along the 
RIGHT ROAD to profitable selling. 


LIFE INSURANCE COMPANY OF IOWA 


Associate Regional Mgr. 

Appointment of Edwin A. Tofte, of 
Fargo, N. D., as associate regional man- 
ager for Franklin Life of Springfield, 
Ill., has been announced by Regional 
Manager Robert P. Wand, of Fargo. 

A graduate of the University of North 
Dakota, Mr. Tofte is a past president 
of the Williston Junior Chamber of 
Commerce. 





application of the basic principles of 
mé inagement, with emphasis on planning, 
organizing, activating, and controlling. 
Also, we plan to foster the development 
of a deeper understanding of the eco- 
nomic factors that influence the life 
insurance business.” 

On the one hand, faculty members are 
from Harvard, Princeton, Wharton 
School of Commerce and Finance, Mass- 
achusetts Institute of Technology, Uni- 
versity of Minnesota, Northwestern Uni- 
versity, Michigan State, Swarthmore 
College, Wayne State University, and 
Duquesne University. On the other hand, 
thirteen Metropolitan officers will also 
appear as lecturers and discussion lead- 
ers during the conference. 

The Metropolitan group resides just 
off the Princeton campus at Nassau Inn. 
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FOUNDED IN 1867 IN DES MOINES 
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Life Agency Man Available 


Experienced home office agency man, 
who is director of sales for a medium 
sized Eastern company, is now avail- 
able for bigger opportunity. Graduate 
of LIAMA school in agency manage- 
ment; also college and law school, 
Ready to step into home office as 
superintendent of agencies, preferably 
in East. Salary open. Address Box 
2710, The Eastern Underwriter, 93 | 
Nassau Street, New York 38, N. Y, 











| 


NALU Membership 71 252) 


Total membership of the 779 local lit 
underwriter associations affiliated with 
NALU was 71,252 on June 15. This j@ 
approximately 1,500 ahead of the totd” 
membership at the same period last year 

Leading all state associations in per 
centage of membership gain is Louisian 
which has already netted 102.7% of j 
1959 quota. New Hampshire rates secon() 
with 98.6%. 


LINA Reinsurance 


(Continued from Page 1) 


aS Rit sniteiiaiatiomen feet 






Ecorse 





Recapture of risks reinsured require 
only notification to Life of North Amer), 
ica of tthe ceding company’s new reten-) 
tion schedule. Individual policy calcul» 
tions or new cessions are not needed 
Life of North America requires 1 
notice of lapses, policy reductions, policy) 
changes, or matured, surrendered, or pail) 
up policies. Y 

Billing by individual policy listings i 
eliminated. The possibility of errors ant! 
the need for checking elaborate calcula 
tions are greatly reduced. This is in) 
marked contrast to the individual policy’ 
records and numerous recalculation 
which form a substantial part of rein- 
surance costs under traditional methods 


How System Differs 


“In essence, Simplematic Re uses the 
modern electronic ,Practice of ‘account-/ 
ing by exception,’ Mr. Zalinski ex) 
plained. “The ceding company’s mory 
tality experience, as reflected in itp 
claims, forms the primary basis for th 
premium calculation. The usual YR1) 
method bases premiums on the amoun!” 
at risk on individual policies. Since nor/ 
mally only about one out of 200 policies! 
will produce a claim in any one yeat/ 
the savings in accountng and_ recorll 
keeping alone are substantial.” a 

Ninteen-hundred and fifty-nine mark 
the second year that Life Insurance CoP 
of North America executives, under 
writers, actuaries, and their staffs have 
been at work on the development of thi 
coverage. The experience of many com 
panies, both large and small, has beet 
carefully studied to test Simplematic Re 
under various conditions. Be 







Personnel of Division 

The Reinsurance Division is under the 
general direction of Marketing Vict 
President Rex H. Anderson, with Rober 
O. Bonnell, Jr. as manager of reinsur 
ance and Charles R. Hopkins, Jr. as re 
insurance supervisor. Other key per) 
sonnel in ‘the company’s life reinsurance)” 
set-up are Robert H. Jordan, actuary fo 








Ordinary lines; Henry W. Cook, J. 
underwriting vice president; Milton , 
Chauner, Group vice president; and 


win H. Marshall, Accident 3 


and Sickness. 

Life of North America has been a 
cepting reinsurance both in the Unite 
States and abroad since the fall of 19% 

“Our broadened life reinsurance facili 
ties, when combined with INA’s preset! ® 

,000,000 premium fire, casualty, al— 
marine reinsurance operation, enables | 
the INA group to offer insurance com 
panies the same ‘One-Stop’ service in the 
reinsurance of Group individual and ¢a- 
tastrophe coverages as is now available 
in personal and commercial lines thre 
insurance by North America,” said J 
Zalinski. 


secretary for 
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Bankers Life Co. Attains 


One Billion In Assets 


vailable 


jency man, 
a medium 
now avail. 
Graduate 
y manage- 
iw school, | 
office as | 
preferably 
dress Box 

writer, : 


ce z D. N. WARTERS 
» 1) 

Bankers Life Co., Des Moines, has 
-d required attained one billion dollars in assets, 
orth Amer according to an announcement made to 
new retel the board of directors by President D. 


cy calcula. 


ot need N. Warters, on Monday. Mr. Warters 


said that among all types of companies 


quires nop ae 

ons, policy in the United States, less than 100 

ed, or paity have achieved the billion dollar asset 
r figure. 


listings i; 


t 


President Warters added that Bankers 







a an Life Co. is the only life insurance com- 
te calcul: § pany west of the Mississippi river and 
ine > the only company of any type in Iowa 
ual pol with one billion dollars in assets. He 
alculationss said, “To become one of 17 out of more 
t of rein than 1,300 life insurance companies to 


| methods} achieve one billion dollars in assets is 


both a gratifying and humbling experi- 
ence.” 

Bankers Life Co. was established in 
1879 by a group of prominent middle- 
western bankers. It was a life insurance 
association with membership limited ex- 
clusively to bankers and their famiiles. 
Coverage was next offered to recom- 
mended customers of the banks. In 1911, 
the Bankers Life Co. became a mutual 
legal reserve company offering coverage 
on a wide-scale basis. 

Continuing its steady growth, the com- 
pany announced in 1921 that it ‘had at- 
tained 50 million dollars in assets. By 
1927, assets had increased to 100 million 
and during 1940, the one-quarter billion 


» uses thee 
‘account-| 
linski ex) 


ry’s) mor 
‘din it 
is ‘for thel 


YRIE 






ne marks c 
rance Co) 


ae dollar assets figure was passed. In 1950, 
nt of this the company reported one-half billion in 
any come  2ssets and in 1955, the three-quarter bil- 
has beet lion dollar figure was announced. 


matic Rel Another financial — milestone —_was 

| reached in March, 1958, when Bankers 
| Life Company reported three billion dol- 
© lars of life insurance in force. Today, 
more than $3,400,000,000 worth of life 


inder the : 1 
i insurance is held by 1,200,000 people. 


ng Vice 3 
h Robert’ 
reinsur:| 
Ir. as re 
<ey per 
nsurance 
tuary for 








Krebs & McWilliams Names 
ook, Jr. Badger Ass’t Gen’! Agent 


peony re Joseph E, Badger has been appointed 
ree nf assistant general agent at the Krebs & 
Accidet! = ~~ McWilliams General Agency of Aetna 
Life in New York. 





oc Mr. Badger, who has been brokerage 
of 19575 manager at the agency, will be suc- 
facili ceeded at that post by George M. Wall- 
a sent hauser Jr., brokerage supervisor. 
i a Z A graduate of New York University, 
snables f Mr. Badger joined Aetna Life in New 
en - York in 1951 and has been brokerage 
we Manager for the past three years. Mr. 
% d . Wallhauser, a graduate of the University 
wnilable of Pennsylvania, joined the company in 
arog? 1954, served at Philadelphia and the 


home office in Hartford before coming 
to New York two years ago. 





said Mr 


Republic National Names 


Riley Senior Underwriter 
Glen E. Riley has been promoted to 
senior underwriter for Republic Na- 
tional Life of Dallas, according to E. F. 
Brewer, vice president, underwriting 
division. 

A graduate of Arizona State College, 
Mr. Riley has had previous experience 
in the field of education, and was a sales 
representative for a large industrial con- 
cern before joining Republic National 
Life in 1956. 


Big Madison Square Garden 


“ ° 
Life Insurance Symposium 
On Tuesday, July 28 will be held at 
Madison Square Garden, New York, a 
life insurance symposium to be addressed 
by a number of distinguished speakers 
in conjunction with the 100th anniver- 
sary celebration of Equitable Life As- 
surance Society. The symposium is 
sponsored by Life Insurance Associa- 
tion of America, American Life Conven- 
tion and Institute of Life Insurance. 


Paul C. Buford President 
Shenandoah Life, Roanoke 


Paul C. Buford, who has been chair- 
man of Shenandoah Life of Roanoke 
since 1957 and previously president since 
1939, has been elected president suc- 
ceeding Blake T. Newton, Jr. who has 
resigned to become executive vice presi- 
president of Institute of Life Insurance 
in New York, The office of chairman 
will not be filled. 





a 








gponey| MONY means MONY 
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There’s MONY in mortgage protection 
...with national ads and broker sales aids 


the mortgage! 













~ for brokers...and their clients 





Pe kaNOW* 


)ANOW + MONY * MONEY * MONY + MONEY **MONY + MONEY » MONY » MONEY © MONY © MONEY © MONY © MONEY * MON 


MONY ads — pretested for sales appeal! 
These dramatic, full-page messages on Mort- 
gage Protection have been tested in advance, 
to make sure they’re sales winners! They run 
in Life, Look, Reader’s Digest, Time, News- 
week. And their readership is heavily concen- 
trated among home owners in the middle and 
upper income brackets—your best prospects! 
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The Mutual Life Insurance Company Of New York, New York, N.Y. 
Sales and service offices located throughout the United States and in Canada 


For Life, Accident & Sickness, Group Insurance, Pension Plans, 


MONY TODAY MEANS MONEY TOMORROW! 





Special MONY broker material—yours free! 
MONY’s “Blessing Now ... Burden Later” fold- 
er helps you sell MONY Mortgage Protection. 
It explains how MONY Mortgage Protection 
can save a widow thousands of dollars in mort- 
gage interest. MONY’s “It’s In Your Hands” 
folder is a sales aid with detachable business 
reply card. Get your MONY material now! 
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FREE SELLING TOOLS FOR BROKERS! 


MONY, B’way at 55th St. 
New York 19, N. Y. 


Please send me 
two Mortgage Protection folders. 


free copies of MONY’s 
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Monarch Regional Head 
For New England Area 


HAGAN 


BENJAMIN F. 


Monarch Life, Springfield, Mass., re- 
ports that its new regional organization 
England area is now func- 
leadership of Ben- 


who formerly served 


for the New 
tioning under 
jamin F. Hagan, Jr., 
for four years as the company’s general 


New 


the 


general 
region include Edward 
G. Donnellan, Cambridge; Arthur B. 
Horton, Boston; Edward L. Juzenas, 
3rockton; Warren B. Smith, Wellesley; 
Donald Stever nson, Providence. 

Mr. Hagan joined Monarch as a mem- 
ber of the company’s Hartford agency in 
1946, advanced to supervisor in 1953 and 
to general agent in 1955. As regional 
manager with headquarters in Wellesley, 
he is supervising Monarch operations in 
all six New England states. 

Mr. Donnellan prepared for advance- 
ment to his new position by taking 
courses in both health and accident in- 
surance and life insurance at the com- 
pany’s Home Office Training School and 
by placing high among Monarch’s lead- 
ing producers in both 1957 and 1958. He 
is a member of the company’s highest 
honor unit—the President’s Chub. 

Formerly associated with Monarch’s 
outstanding New York City agency, Mr. 
Horton was promoted last fall to agency 
supervisor in Boston where he helped 
Mr. Hagan lead the local sales organiza- 
tion to new heights of achievement and 
qualify for a place on the General 
Agents’ Advisory Council. 

Mr. Juzenas won recognition as the 
Boston agency’s top salesman in 1954— 
his first year with the company—and 
went on to qualify for highest honors on 
the basis of all-round excellence of per- 
formance. He has served as a super- 
visor for the past three years and has 
completed several advanced training 
courses 

Joining Monarch in 1956 with no pre- 
vious experience in the insurance busi- 
ness, Mr. Smith soon became a leading 
producer. Within a year he gained 
membership in the President’s ‘Club and 
then, in 1957, a place among the top 35 
field underwriters in the company. 

Mr. Stevenson was an instructor at the 
Home Office Training School before he 
entered the field as a Hartford agency 
supervisor two years ago. At his new 
post_in Providence, he succeeds Harry 
M. Smith, who has joined Mr. Hagan’s 
regional office staff as a trainer. 


agent in Boston. agents 


working in the 





FRANKLIN GENERAL AGENT 

Dan N. Holt has been appointed a 
general agent at Fort Smith, Ark., for 
Franklin Life of Springfield, Ill. Mr. 
Holt joined Franklin’s sales force as a 
special representative in the Fort Smith 
area a year ago, 





Equitable Society’s 
Medical Dept. Change 


WILL CONSOLIDATE BUREAUS 





Headed By Dr. Whitman Reynolds, Dr. 
Thomas Alphin and Howard Ennes; 
Other Title Changes 





James F. Oates, Jr., president of Equi- 
table Society announced a reorganization 
company’s medical department 
under Chief Medical Director Dr. Nor- 
vin C. Kiefer. The department’s former 
bureaus into 


of the 


will be consolidated 
three: a Bureau of Insurance Medicine, 
a Bureau of Medical Services, and a 


Bureau of Public Health. 


five 


The Bureau of Insurance Medicine 
will have as medical director Dr. Whit- 
man M. Reynolds, who formerly held 


the title of medical director of selection. 
The Medical Services will 
be headed by Dr. Thomas H. Alphin, 
associate medical director of 
Industrial Health. Under 
the Bureau of 
Services will three 
the Diagnostic Services Divi- 
the direction of Dr. Richard 
the Medical Claims Consul- 
tation Division under the direction of 
Dr. Wi'liam J. McNamara, and the Equi- 


Bureau of 


formerly 
the Bureau of 
the July 1 realignment 
Medical 


divisions: 


consist of 


sion under 
S. Gubner; 





MIDTOWN 
135 E. 42nd St. 


Full Reserve ist Year on O. L. 
3 Yr. Lower Rates for Women 





LEADING BROKERAGE AGENCY OF PHOENIX MUTUAL — 1957-58 


Phoenix Mutual Life's 
BROKERAGE 


W. F. KELLY, Mgr. 
JOHN P. FOLEY, Supervisor 


AGENCY 
YU 6-6586 


Non Medical Group Life—$40,000 
Ten Lives Up—ist year dividend 








Health ‘Ceniter, which 
the direction of Dr. 


table Employes’ 
continues under 
Thomas H. Deely. 

The Bureau of Public Health remains 
under the direction of Howard Ennes, 
M.P.H., appointed to the post in 1954. 

Mr. Oates explained that under the 
direction of the chief medical director, 
the research functions of the medical 
department will be continued under the 
supervision of the directors of the ap- 
propriate bureaus and divisions. 

At the same time, President Oates 
announced the following changes in titles 
in the field area of the medical depart- 
ment, also effective July 1 

Dr. Julius R. Friedman, associate med- 
ical director for San Francisco; Dr. 
Leonard D. Lewis, associate medical di- 
rector for Chicago; Dr. Russell W. 
Lyster, associate medical director for 
Los Angeles, and Dr. Harold W. Ham- 
matt, assistant medical director for 
Chicago. 








Longer Dollars 


for 


Longer Lives 






WITH MANUFACTURERS LIFE ANNUITIES 


9 


How can you help your client avoid out-living his capital resources 


— a danger that is intensified by increasing life expectancy? 


Why an Annuity? 


>O> 


Sell him a Manufacturers Life Annuity. 


An Annuity gives him an ideal investment. 


(1) annual return he cannot outlive (and 
annuitants live longer). 
(2) return guaranteed; doesn’t fluctuate with the economy. 
(3) receives favorable tax treatment. 
(4) free of money management worries. 


9 


Why Manufacturers Life? 


4 


Manufacturers Life, a recognized leader in the annuity field, offers 


a wide variety of plans. Our low deposit schedule means high 


returns for your clients. 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES 


Baltimore ¢ 


Boise e Boston e Chicago e Cincinnati « Cleveland e Columbus e Denver 


Detroit e Flint e Hartford e Honolulu e Lansing e LosAngeles ¢ Miami e Minneapolis 
Newark e Oklahoma City ¢ Philadelphia ¢ Pittsburgh e Portland e Richmond e Saginaw 


San Diego e SanFrancisco e 


Seattle ¢ 


Spokane e¢ Washington, D.C. 


Also licensed in Alaska, Arizona, Delaware, Indiana, lowa, Kentucky, Maine, Missouri, 
Montana, Nevada, New Hampshire, Utah, Vermont and West Virginia 


THE 


MANUFACTURERS 


INSURANCE 


LIFE COMPANY 


HEAD OFFICE (Established 1887) TORONTO, CANADA 


69-59 


Russell W. Steger Agency 
Observes 50th Anniversary 





Russell W. Steger, right, receives copy) 
of first policy issued by his agency from” 


Lambert M. Huppeler at 50th anniversary | 
celebration. 


The golden anniversary of the Russell 
W. Steger agency of New England Life} 


in Chicago, was celebrated recently at 


a dinner in the Hotel Drake given by! 
his agency's) 


Mr. & Mrs. Steger for 
associates and their wives. 


Executives from New England Life's 


Boston home office, including vice presi- 
dent Lambert M. Huppeler, and Chicag 
civic leaders were also present to honor 
members of the agency, which now has 


more than $86 million of insurance pro-) 


tection on Chicago area residents. The 
agency was founded in 1909 by Julius 
H. Meyer, who remained as_ general 
agent until his death in 1944. William 
M. Bramhall managed the agency from 
1944 to 1955, when Mr. Steger was named 
general agent. 


Mr. Steger was a member of the Uni-f 


versity of Illinois football team for four 
years and was elected an All-American 
half-back in 1947. After his graduation 
from Illinois in 1950, he joined New 
England Life’s James R. Love agency in 
Peoria. An Air Force veteran of World 
War II, he is past president of the 
Champaign Life Underwriters Associa- 
tion and a Life and Qualifying member 
of the New England Life Hall of Fame 
and Leaders Association, and of the 
Million Dollar Round Table. : 





Lincoln National Meeting 

Members of Lincoln National Life’ 
top sales honor club, the President ‘Club, 
are attending a sales conference thi 
week in Quebec, Canada. Approximatel) 
110 agents, accompanied by their wives 
are in attendance. 

A conference feature is a cruise on the 
St. Lawrence and Saguenay rivers and 
a two-day stay at the Manoir Richeliet 
resort hotel on Murray Bay. 

Business sessions are being con: ducted 
by Henry W. Persons, vice presidett 
in charge of agencies; Willard C. Brudi 
and Jack E. Rawles, CLU, second vice 
presidents; W. H. Scoins, M.D., chiél 
medical director; and R. L. Phillips, 4 
member of the company’s home office 











agency in Fort Wayne. 
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Aetna Life Regional 
Virginia Beach Meet 


HONOR VETERAN REGIONNAIRES 





Senior Vice President Robert B. Cool- 
idge Makes Closing Address at 
Convention 





Virginia Beach, Va. — Second in the 
3lst annual series of meetings of the 
Corps of Regionnaires, national honor- 
ary organization of top representatives 
of Aetna |!/Life, was ‘held at ‘Cavalier 
Hotel recently. 

Some 500 of the company’s representa- 
tives qualified for the conference and 
the three other 1959 regional meetings 
being held during June and July under 
direction of Robert B. Coolidge, senior 
vice president of Aetna Life. 

Special Honors at the Viriginia Beach 
meeting went to Harry G. Feldman, 
Pittsburgh; H. Cochran Fisher, CLU, 
and Freeman N. Stricklin Sr., both of 


Washington; and H. Griffith Robbins, 
Philadelphia, who are among 11 Old 
Guardsmen qualifying as Regionnaires 


for each of the 31 years. Thirty-one 
Veteran Regionnaires, those qualifying 
10 or more years, also were honored. 

Guest speaker at the conference was 
William Frye, former assistant to the 
Secretary of Defense and former direc- 
tor of information at the New York 
office of UNESCO. Mr. Frye, currently 
director of the office of information of 
the National Council of Churches, spoke 
on the United Nations and an approach 
to world law. 

Bernard A. Sloane, a supervisor at the 
company’s Brooklyn general agency, told 
fellow Regionnaires that the “crowning 
reward” of his three years in the life 
insurance business was the knowledge 
that he was able to provide security for 
his clients. Mr. Sloane, who formerly 
was in the entertainment business, said 
he had found life insurance work as 
challenging and exciting as his previous 
profession. 


New Accident-Health Program 


Hubert R. Enders, assistant secretary, 
accident and health department, out- 
lined the outstanding progress of the 
company’s Salary Budget Income Pro- 
tection Plan since it was introduced 14 
months ago, and described other new 
developments in Aetna Life’s accident 
and health program. 

The salary budget plan, designed to 
supplement workmen’s compensation and 
Group insurance coverages, has taken 
accident and health insurance out of the 
“small business” category for many 
Aetna Life representatives, said Mr. 
Enders. He pointed out that many of 
them have written more accident and 
health business in six months with the 
new plan, “than in a lifetime before.” 

Entree to large groups of prospects 
is made easier by the salary budget plan 
because the insurance representative 
usually is introduced to them by their 
employer, said W. H. Holmes, CLU, 
manager of pension trust sales. Not only 
does the plan allow the agent to serve 
the employes by providing funds for 
their future emergencies, but it also 
gives the employer a chance to make an 
important “fringe benefit” available to 
them, he said. Most of the employes also 
may be prospects for life insurance as 
well, he added. 

Harry I. Warren, general agent at 
Baltimore, cited the success of men in 
his agency with Group insurance busi- 
ness. Mr. Warren gave examples of suc- 
cessful Group cases handled by his 
agents and told how the Group contacts 
often led to the sale of individual life 
insurance. He also told the Regionnaires 
that quick and efficient cooperation of 
the company’s ‘home office Group insur- 
ance department in servicing cases had 
enhanced his agency’s success in that 
field, 

_ Daniel H. Burns, Columbia, S. C., out- 
lined a formula for development of busi- 
hess insurance production. Mr. Burns 
Stressed that the most important step 
Was obtaining complete facts about the 
Prospect’s business and personal prob- 
ems that could be solved by insurance, 


then suggesting the plan that would 
best fit the situation. 

In keeping with Mr. Burns’ observa- 
tions, Karl Punzak, manager of advanced 
underwriting sales, said experience with 
a new ‘fact-finding technique developed 
by the company is leading to the dis- 
covery of multiple insurance needs for 
individual and business prospects that 
might previously have been overlooked. 
Mr. Punzak said concentration on find- 
ing all the facts about a prospect’s busi- 
ness and personal situation “compels him 
to look at his problems, to organize 
them, and to realize that there are solu- 
tions to them—feasible and inexpensive 
solutions to terms of the benefits to be 
gained. In short, complete possession of 
the facts allows us to render the client 
a much more valuable service than we 
could have otherwise.” 





Vice President Coolidge’s Closing 
Message 


In the closing address, Senior Vice 
President Coolidge urged life insurance 
men to continue to meet the challenge 
that is uniquely theirs, “providing true 
security to individuals.” To achieve 
family security, people must analyze 
their future income needs realistically, 
caluculate how much must be saved to 
produce the income, then work out a 
systematic plan of accumulation, said 
Mr. Coolidge. Very few people will do 
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JOHN F. HOOK PROMOTED 





Elected Vice President and Chief Ac- 
tuary of Standard Insurance Co. 
Of Portland, Oregon 


John F. Hook has been elected vice 
president and chief actuary of Standard 





this on their own, he declared, and the 
life insurance representative is the sole 
outside influence with both the desire 
to aid them and the capability of helping 
them to achieve these goals. 

Mr. Coolidge observed that “we are 
experts in appraising future financial 
needs and in offering guaranteed plans 
for meeting those needs. We can pro- 
vide genuine security—the certain knowl- 
edge that people may always remain in 
their own world, And we can do it for 
less money, less annual outlay, than any- 
one else.” 


Insurance Co., Portland, Ore. Announce- 
ment of the promotion was made by 
Garnett E. 
following a recent meeting of the board 


Cannon, company president, 


of directors. 

Mr. Hook joined the home office staff 
of the life insurance company in the 
actuarial department in 1942. In 1949 he 
became assistant secretary in charge of 
the new business department. In 1955 he 
was elected Group actuary and assistant 
secretary and in 1957 was elected assist- 
ant vice president and Group actuary. 

He was graduated from the University 
of Washington and received ‘his master’s 
degree from the State University of 
Iowa. He is a fellow of the Society of 
Actuaries, member of the Actuarial Club 
of the Pacific States, Home Office Under- 
writers Club of the Western States, 
Home Office Life Underwriters Associa- 
tion, and a member of the Portland 
Chamber of Commerce. 











PETER MILANOVICH 


Peter Milanovich is a 

graduate of Indiana State 
Teachers College, Terre 
Haute, Ind. He was a high 
school teacher before 
entering the life insurance 
business. 




































These are his earnings as 
reported to the Director 
of Internal Revenue. 


DOR De  196 e $11,077.69 
VC Lee en 12,909.15 
PI ofa cl si5i5%s ss 16,658.86 
BOG fol. vaio 18,301.83 





pany.. 


franklin specials 
break down 
resistance... 


Mr. Francis J. O’Brien, Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 


For five years prior to joining the Franklin I represented another 
life insurance company. In my first full Franklin year my annual 
earnings were more than my annual income with the previous com- 
. even after five years of accumulated renewals and deferred 
commissions! 

When a man joins the Franklin Life after having represented 
another insurance company, there is an adjustment he must make in 
his thinking. This is so because he must accept the philosophy of 
Franklin Life’s method of selling insurance. However, he soon re- 
alizes that by using the Franklin Insured Savings Plan, it is possible 
for him to sell much more a lot easier than with conventional insur- 
ance plans. The Franklin Specials break down the barrier of resistance 
that so many prospects put up towards regular insurance plans. 

I am truly indebted to Regional Manager C. R. Willsey. It was 
he who made me realize the terrific potential for selling and making 
a substantial income that the Franklin Specials presented. By using 
the Franklin Specials I am able to put insurance in force in many 
homes where none would have been sold through the regular methods. 
Franklin Specials cause people to buy insurance that they normally 
wouldn’t have purchased! 

In my opinion, my progress with the Franklin Life has been nothing | 
spectacular. Anyone who has a desire to improve his situation and 
is willing to work can attain substantial earnings with the Franklin 
Life Insurance Company. 


Greencastle, Indiana 
May 22, 1959 








Cordially yours, 





Lhe Friendly 





CHAS. E. BECKER, PRESIDENT 
DISTINGUISHED SERVICE SINCE 1884 


Over Three Billion Dollars of Insurance in Force 


KLIN LIFE 


SPRINGFIELD, ILLINOIS 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans. 


Peter Milanovich 


An agent cannot long travel at a faster gait than the company he represents! 


INSURANCE 
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‘David A, Carr Honored By Continental 


Presented with Distinguished Achievement Certificate by 
President Reeder in Recognition of His Agency Having 
Exceeded $100 Million in Ordinary “In Force” 


Howard C. Reeder, president of Conti- 
nental Assurance Co. 
in presenting to David A. Carr, president 
of David Carr Agency, Inc., New York, 
ificate of Distinguished Achieve- 
ment” at a dinner June 30 in Delmonico 
Hotel, N. Y., celebrating the accomplish- 
f having exceeded 


took great pride 


a “Cert 


ment by his agency o 
the $100,000,000 
insurance in force. 
tinental agency to reach that goal. 

Mr. Reeder, who was introduced to 
some 200 of Mr. Carr’s associates and 
brokers in attendance by Robert B. 
Hamor, Continental’s vice president, 
master of ceremonies, said that David 


mark in Ordinary life 


This is the first con- 





cancellable A. & H., major medical, 
Group and pension premiums. 
Reeder’s Tribute to Carr 

David Carr 
as) "S: Assurance 
and to the life insurance business.” He 
emphasized: “You are proof that general 
agents of insurance companies serve well 
the needs of the 
public—and to everyone’s profit. 
agents, through their 
resourcefulness and the 


President Reeder termed 
to Continental 


“ 


credit 


brokers as well as 


“General inde- 


pendence, serv- 
ices they offer are a force that has been 
adding strength to life insurance year 
after year. They are providing a service 


Howard C. Reeder, left, president, Continental Assurance, Chicago, presents to 
David A. Carr, right, head of David A. Carr Agency, Inc., New York, a “Certificate 


of Distinguished Achievement” 


at a dinner celebrating Mr. Carr’s agency having 


passed the $100,000,000 mark in Ordinary life insurance in force. Robert B. Hamor, 
Continental vice president and director of agencies, is in center. 


achievement was “remarkable” be- 
“he started his agency from scratch 
a little more than ten years ago.” 

Today David A. Carr Agency, Inc. is 
one of the best known life agencies in 
metropolitan New York. It has a staff 
of nine—five clerical, one a and 
three producers including Mr. Carr, and 
provides service for some 400 insurance 
brokers in New York. Its offices are 
located at 50 East 42nd Street. 

For the past four consecutive years 
Mr. Carr has been top general agent 
of Continental Assurance countrywide. 
His agency’s 1958 production was $18,- 
000,000 of Ordinary life business. As of 
May 30, 1959. it was announced at the 
dinner, the agercy showed Ordinary “in 
force” of $1 20,250,000 which is in addi- 
tion . to approximately $500,000 in non- 


Carr’s 
cause 


the public would not otherwise have 
available. Therefore, new business is 
written and the public is supplied serv- 
ices that would not be obtainable but 
for the general agent.” 

A native New Yorker, Mr. Carr started 
his insurance career in 1933 with Joseph 
Leitner, Inc., in the Bronx, N. Y. His 
first job was as office boy at $10 a week. 
When the Leitner Agency, in 1946, 
became a general agent for Continental 
Assurance, he took over the agency’s 
then newly formed life department and 
worked his way up to a vice presidency. 

He is a past president of GAMA, the 
general agents and managers association 
of Continental Assurance, and has been 
prominent for some years in the Life 
Underwriters Association of the City of 
New York. 





Fidelity Mutual Appoints 
Dr. Sellers As Consultant 


Fidelity Mutual Life has appointed 
Alfred M. Sellers, M.D. as medical con- 
sultant for the home office medical 


department. An internist and a specialist 
jn heart conditions and hypertension, Dr. 
Sellers will share his time with the 





Fidelity and with research and teaching 
at University of Pennsylvania. 

In his capacity as medical consultant, 
Dr. Sellers will consult with the Under- 
writing and Medical Departments in the 
underwriting of large cases and in ap- 
praising the medical rating of question- 
able cases. In addition, he will analyze 
death claims and maintain research in 
the fields of cardiology and hypertension, 





Roger Hull 


(Continued from Page 3) 


of $900,000. To raise that was up to the 
executive committee of the Crusade. 
An intent listener, Hull could easily 
visualize what the impact of the North 
Carolina preacher on the metropolis 
would be, and ‘the was enthusiastic. Near 
of the evening Hull made a 
simple remark, a courteaus gesture 
though extremely sincere: “George, if 
there is anything I can do, call on me.” 
Shortly thereafter Champion called 
Hull and asked if he would go on the 
executive committee. Hull joined it. Be- 
fore long he was appointed chairman; in 
brief, in executive charge of the crusade. 
on May 15, 1957, it ran until 
30 in Madison Square Garden 
there were some area 


the close 


Starting 
August 
and in addition 
meetings. 

Some Activities Outside of Insurance 

Mr. Hull has held numerous civic posts 
in Darien including that of president 
of its Board of Education. He 
chairman of the committee which built 
the new Noroton Presbyterian Church 
of Darien. His wife was president of the 
Junior League of Stamford, Conn., a 
large city located near Darien. 

In New York outside of the insurance 
area Hull occupies some posts of im- 
portance in the broader territorial area. 
One is membership on the Presbyterian 
Board of Pensions. He has just finished 


was 


a four year term as chairman of the 
Parents Fund of Ambherst. He is also 
a vice cliaieenées of the Better ‘Business 


Bureau of New York, which with sim- 
ilar local bodies throughout the United 
States, protects the public from mis- 
representation in merchandising as well 
as from professional swindlers and 
crooks, many operating under phony 
but impressive names. 


Former President of LIAMA 


Mr. Hull has been one of the most 
active members of Life Insurance 
Agency Management Association, head 


quarters of which are in Hartford, and 
is a former president of LIAMA. That 
organization now occupies a position of 
great importance in the international 
field of life insurance production review 
and research. In addition to the United 
States companies there are 18 of other 


nations, Canada having the most rep- 
resentative of the non- domestic com- 
panies. A constant stream of insurance 


executives from abroad comes to Hart- 
ford and spends as many as three or 
four days studying LIAMA methods 
with objective of adopting many of them 
for use in their own organizations. Two 
countries which have ‘been specially in- 
terested in LIAMA techniques and 
methods are Japan and France which 
have sent missions to Hartford. Current 
membership of LIAMA, manager of 
which is J. Harry Wood, is 337. It has 
a staff of 127 and this year will be oper- 
ating nine schools in various parts of 
the country. Each of these schools runs 
for several days. 

Mr. Hull was originally a member and 
has been a close observer and follower 
of LIAMA’s Agency Officers Round 
Table, member of which included Stan- 
ton G. Hale, Mutual Of New York, Dud- 
ley Dowell, New York Life, Harold M. 
Stewart, Prudential; William Laird, 
London Life; and Earl Trangmar, Met- 
ropolitan Life. 

This Round Table had its origin in 
the appointment of a committee of top 
agency executives he the late John M. 
Holcombe, Jr.. manager of LIAMA 
(formerly the Life Insurance Sales Re- 
search Bureau.) The Table was respon- 
sible for the first pilot research and job 
attitude studies. 

The new president of MONY became 
a ‘OCLU in 1934. He is a trustee of Amer- 
ican College of Life Underwriters and 
a past trustee of Life Underwriter 
Training Council. He has been on sev- 
eral committees of American Life Con- 


Syracuse General Agency 
For Massachusetts Mutual 





FORBES S. TUTTLE 


Mutual Life 
Tuttle and 


Massachusetts 
pointed Forbes S. 
general agent of its Syracuse agency 
replacing Harry C. Copeland, Jr. wh 
took over the company’s largest agency 
in New York City. 

Forbes S. Tuttle, who heads the new 
agency company as president, has _ beer 
with the agency since 1948 and_ staf 
supervisor since 1957. He is president 


of Syracuse Life Underwriters Assn. and§ 
of Syracusel 


immediate past president 
chapter of CLU and former executive 
committeeman of Massachusetts Mutual 
Agents Assn. He is president of Yale 
Club of Central New York and a past 
president of Syracuse Junior Chamber 
of Commerce, 





and Life Insurance Association 
of America. His clubs are the Links of 
New York, the New York Southern So- 
ciety and the Wee Burn Country. 


vention 


His Family 


Mrs. Hull was Rosalie Paschal. When 
they came to New York from Nashville, 
their first home was in 
Westchester County. But after a short 
time they moved to Darien, Conn., which 
even then was the residence of some of 
New York City’s leading business men. 
They have three children : 

Roger, Jr., is a graduate of Amherst 
College ‘who expects to enter the min- 
istry. In August he will go to Pakistan 
where he will teach in Edwards ‘Christ- 
ian College. Rosemary in the fall be- 
comes a senior in Blue Mountain Col- 
lege, Mississippi, which is the alma 


mater of her mother, grandmother and§ 


a number of other relatives. Elizabeth 
Paschal Hull was graduated in June 
from Darien High School and will enter 
college in Wheaton, IIl., this fall 

Mr. Hull has an older brother, an 
agronemist, who has been in India six 
years ‘and will help the Government learn 
soil conservation. All of the Hull chil- 
dren have attend public schools. Mr. 
Hull is a staunch advocatte of the public 
school system although recognizing some 
obvious advantages in private schooling 

“One of the most important advan- 
tages to the child of public school at- 


tendance,” he said to The Eastern 
Underwriter, ‘ ‘is broadening of view- 
point, enabling children to meet and 


adjust themselves to every type of per- 
son irrespective of the economic status 
of the parents. It gives them a splendid 
knowledge of human nature and a more 
accurate understanding of problems con- 
fronting youngsters living in a_ great 
variety of homes. This is especially 
valuable experience for any child who 
in later years enters the business field, 
especially that of life insurance, a busi- 
ness affecting the lives of practically 
everybody in a community.” 
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Appointments of Richard J. Heller as 








resident superintendent of agencies and 
Charles R. Kimber, Jr., as assistant resi- 
dent superintendent of agencies in 


RICHARD: J HELEER 


northern New Jersey for Colonial Life, 
East Orange, N. J., were announced by 
W. Thomas vice president, Or- 
dinary agency department. Appointment 
was also announced of Charles J. Mel- 


Fiquet, 


CHARLES R. KIMBER, JR. 


dane as resident superintendent of agen- 
cies in northern Ohio. 

Messrs. Heller and Kimber will be 
located in East Orange and Mr. Meldane 
will maintain offices in Cleveland. 

Mr, Heller is a graduate of Seton Hall 
Prep and received his B.A. degree from 
Lafayette College. He also attended 
Seton Hall University School of Law. 
During the Korean conflict, he served as 
an officer of infantry in the Army. He 
started in the life insurance business in 
Newark as a management trainee with 
Connecticut General. Later he 
life supervisor and in 1958 joined Co- 
lonial as brokerage supervisor with the 
East Orange Ordinary branch. 


Mr, Kimber is an alumnus of Colgate 
University, Following service in the 
armed forces he became a management 
trainee with New York Life. He later 
entered personal production and in 1957 
€came associated with Fidelity, Mutual. 
In 1950 he was appointed supervisor with 
Colonial’s East Orange Ordinary branch. 


became 





Heller, Meldane, Kimber, Appointed by Colonial Life 


Mr. 


and 


Meldane joined Colonial in 1959 
appointed the 
Cleveland regional office 
life insurance business in 


was manager of 


. He entered the 


1951 as an 





CHARLES J. MELDANE 


agent for Mutual Benefit and was sub- 
sequently appointed district manager in 


Erie, Pa. He attended Louisiana State 
University and later graduated from 
Western Reserve University of Cleve- 


land, 





No. American Names Warms 
North 
nounced that Robert E. 
appointed as agency secretary. 
uate of Ohio State University, 
Warms entered the life insurance 
ness during 1934, when he joined 
Prudential in Newark. 
Mr. Warms’ more than 
life insurance background includes ex- 
tensive experience in such varied depart- 


American Life of Chicago an- 
Warms has been 
A grad- 
Mr. 
busi- 
The 


25 years of 
claims, 


ments as policyholders’ service, 


methods and agency administration. 
North American’s former agency 
secretary, John S. Waterman, has trans- 


ferred into field sales training and will 
be primarily active in the Milwaukee 
area. 





ROY E. TUCKER DEAD 

Roy E. Tucker, a director of Bankers 
National Life of Montclair, N. J., died 
recently at his home in Morristown, N. J. 
He was 62. Since 1946 Mr. Tucker had 
been president of the Beneficial Manage- 
ment Corporation and vice- -chairman of 
the board of directors of the Beneficial 
Finance System. 





O’TOOLE ASSOCIATES 
Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











EDWARD G. NEWCOMB NAMED 


Northwestern Mutual Assistant Actuary 
Appointed A Superintendent 
of Agencies 


Edward G. Newcomb, who has been 
an assistant actuary at Northwestern 
Mutual, has, been appointd a superin- 


One of his major 
finance, 
the 


tendent of agencies. 
responsibilities will be agency 
an important activity covering 
agents’ finance plan, agency cost analy- 
and counselling of 


His 


and projections, 


ral agents on financial matters. 


sis 
gent 
other xf responsibility will include 
direction of the department’s 
personnel, and supervision over the con- 
tract and statistical division. Mr. New- 
comb has had close with the 
department and the field asso- 


areas 
agency 


contact 
agency 
ciations through 
agents’ 
He joined Northwestern in 1947 as an 
actuarial student, after his 
master’s degree in actuarial science from 
the University of Michigan. In 1949 he 
transferred to the comptroller’s depart- 
ment as analyst in work 
later he was made a specialist in 
In 1951 he was ap- 
pointed an officer, the title of 
sistant comptroller, 1954 he was 
appointed an assistant actuary. 
He is a Fellow of the Society of 


his actuarial work on 


rate book material. 


receiving 


an measure- 
ment; 
costs and systems. 
with as- 
and in 


Actu- 
and a past member of the Midwest 
Life Office Management Association 
Planning Committee and the National 
Office Management Association. He has 
been active in Community Fund and Red 
Cross work and has been a long-time 
member of Toastmasters International. 
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OPPORT 


2. you are under 40 





. . . to be considered for appointment as REGIONAL 
BROKERAGE MANAGER is offered by Life company— 
an affiliate of one of the largest fire and casualty 
companies in the country—if 


1. you have an obvious success background and 
experience working with brokers 


3. you are a college graduate 
4. you are doing well in your present position but 
want opportunity for rapid progress 


Location — MIDWEST and EAST 


Write to Box 2709, The Eastern Underwriter, 
93 Nassau Street, New York 38. 


UNITY... 


















































NOW UP TO 


$40,000 


NON-MEDICAL 


of Group Life Insurance for 
firms with 10 lives or more 











HITE & 
INSTON 


INC 


General 


Agent 
The UNITED STATES LIFE 
INSURANCE CO 





Worcester Companies Hold 
Regional Sales Meetings 
Paul 


Protec- 


More than 300 sales leaders of 


Revere Life and Massachusetts 


tive Association, Inc. attended regional 
sales conferences at French Lick, Ind., 
and San Francisco, for qualified mem- 


bers of the Worcester, Mass., 
Qualification 
for the three-day conferences was based 
on production during a recently com- 
pleted twelve-month period. 

The French Lick conference included 
representatives from the companies’ east- 
tern, central and southern sales regions 
which comprise 32 states and the Dis- 
trict of Columbia. In attendance at the 
San Francisco conference were repre- 
sentatives from their western and south- 
western regions, comprising 16 states. 

Honored at the conferences were mem- 
bers of the President’s Club, an organ- 
ization of 'the companies’ top producers 
whose officers include Frank Lazarus, 
3oston, president; Shirley Verdon, Mi- 
ami, vice president; and regional chair- 
men of the board of directors, Arthur J. 


companies’ 


national sales organization. 


Warren, Milwaukee; Cecil T. Overfelt, 
Billings, Mont.; and Donald. T. Hay- 
ward, Wichita, Kans. 


The sales conference program included 
discussions on training, sales procedure 
and techniques, and current insurance 
developments. Progra m participants in- 
cluded a delegation fom the home office 
headed by President Frank L. Harring- 
ton. 





TO HEAR ELLIOTT, BOETTNER 
William Elliott, chairman, and Joseph 
E. Boettner, president of ‘Philadelphia 
Life, will be guest speakers at a lunch- 
eon meeting July 14 of the Philadelphia 
Securities Association at the Warwick 
Hotel, Philadelphia. Henry McK. Inger- 
soll of Smith, Barney & Co. is in charge 
of arrangements. 
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Lincoln National Agency Changes 


Five general agency changes in Lin- 
coln National Life, including the ap- 
pointment of four new general agents, 
have been announced by Henry W. 
Persons, vice president in charge of 
agencies. The appointees and their loca- 
tions are R. H. Cook, Portland, Ore., 
R. R. Dunfee, Dayton; T. J. Farrell, 
Santa Rosa, Cal.; and R. W. Jackson, 
CLie San Antonio. In addition, R. A. 
Loos, CLU, has been named sole general 
agent in the former Tinkham-Loos 
agency, Pittsburgh. 

Mr. Cook, appointed co-general agent 
with Charles L. Slane in Portland, is a 
graduate of the company’s agency devel- 
opment program. Operated under the 
combined leadership of Mr. Cook and 
Mr. Sloane, the Portland office now will 
be known as the Sloane-Cook agency. 
Mr. Cook joined the company as an 
agent in 1954, and three years later he 
was nz med to a supervisory post in the 
company’s Ulrich-Johnson agency, Oak- 
land, the position he held prior to his 
new general agency assignment. 

Mr. Cook entered the Navy following 
his graduation from Michigan State Uni- 
versity where he received his Bachelor 
of Arts degree. ; 

Mr. Dunfee is another graduate of 
Lincoln National Life’s agency develop- 
ment program. He will succeed Graham 
Hopkins, veteran general agent who is 
resigning general agency responsibilities 
to concentrate on personal production, 
particule irly in the areas of estate plan- 
ning, business insurance, and pension 
work. Mr. Hopkins, a long- time Lincoln 
Lifer and outstanding personal producer, 
was named agent of the year for the 
company in 1939, 

Mr. Dunfee, who entered the life in- 
surance business in 1952 as an agent for 
the company, has been a supervisor in 


the home office agency in Fort Wayne 
for the past 14 months. 
Mr. Farrell’s career in the insurance 


field began as a claims adjuster, imme- 
diately after he left the University of 
San Francisco where he majored in 
accounting. He went to the Lincoln in 
1954 when he became an agent with the 
Ulrich-Johnson agency in Oakland. Three 





Marian Lechner Elected 
Library Group Chairman 


Marian G. Lechner, librarian of Con- 
necticut General Life, was elected 1959- 
60 chairman of the Insurance Division 
of the Special Libraries Association at 
the Association’s 50th annual meeting 
held in Atlantic City. Librarians from 
more than 50 life, fire and casualty in- 
surance companies and associations were 
in attendance at the meeting. 

Elected vice chairman was Mona 
Martin, Librarian of the Great-West 
Life. Kathryn Graham, librarian of the 
Insurance — Libr: iry of Chicago, was 
elected secretary-treasurer. 


MADE STAFF SUPERVISOR 

Appointment of Robert O. Purcifull 
as staff supervisor has been announced 
by Robert L. White, general agent in 
Columbus, O., for Massachusetts Mutual. 
In his new position, Mr. Purcifull will 
assist in the recruiting and training of 
new personnel. A graduate of Grinnell 
(lowa) ‘College, Mr. Purcifull was a 
Group representative for The Travelers 
before joining Massachusetts Mutual in 
January, 1957. 


Firm Adds Dallas Office 


Bowles, Andrews & Towne announces 
the opening of its Dallas office at 715 
Meadows Building, Central Expressway. 
Thomas P. Bowles, Jr. and Haeworth 
Robertson, both members of the Society 
of Actuaries, head this office. 

Bowles, Andrews & Towne is a firm 


of actuaries and employe benefit plan 
consultants with other offices in Rich- 
mond, Atlanta, New York and Portland, 
Maine. 


years later, he was named a supervisor 
in the agency, under the agency develop- 
ment program, and has held that post 
until his present general agency pro- 
motion. 

Mr. Jackson went to Lincoln National 
from Lincoln, Nebraska, where he has 
served his company as superintendent of 
agencies for the past four years. Prior 
to his home office service, his life in- 
surance career included six year’s experi- 
ence as a agent and general agent in 


Kansas City and Wichita. The last 
agency which he headed rose, in a two- 
year period, from last place to fifth 


place in production ranking among his 
company’s 50 agencies. 

Mr. Loos entered the life insurance 
field in 1953, after a period of seven 
years in commercial sales work. He 
became associated with Lincoln Life in 
1956 when he became assistant general 
agent in the then Tinkham agency in 
Pittsburgh. Previously, his life insur- 
ance background included service as an 


agent and highly successful experience 
as an agency supervisor for his com- 
pany. A year following his appointment 


as assistant general agent, Mr. Loos was 
named general agent in partnership with 
Mr. Tinkham. 


Crawford Ellis Honored 


Crawford H. Ellis, president of Pan- 
American Life of New Orleans, has re- 
cently been awarded the New Orleans 
Times-Picayune loving cup for his un- 
broken record of 50 years of recognized 
public service. 





Franklin Names Berry 

Charles L. Berry, of Livingston, Mont., 
has been appointed a general agent for 
Franklin Life of Springfield, Ill, Re- 
gional Manager Harold H. Garrett, Hel- 
ena, has announced. Before joining 
Franklin Life, Mr. Berry was manager 
of the Elks Club in Livingston. He pre- 
viously was associated with Bankers 
Life of lowa. 

Mr. Berry will devote his time to 
agency development and personal pro- 
duction in Park County and vicinity. 





CHARLES LESTI DIES AT 64 

Charles A. Lesti, assistant secretary of 
United States Life in its policyholders’ 
service department, died June 27 at age 
64. He had been with the company 12 
years. He started many years ago with 
Provident Mutual Life and was con- 
nected with the Wells & Connell Agency 
in New York. 





OWN YOUR OWN AGENCY 
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... every once ina 
while a fellow just 
has to “pop his 
buttons” because 

he knows he has 
something great! 
For the man 
interested in 

agency management, 
we've got... 


6 The Top agency build- 
ing contract! For the man 
who is looking ahead to a 
profitable, secure future in his 
own agency, our contract can’t be 


beat. 


Oa personal producer’s contract second to 
none! It helps make recruiting a pleasure 
instead of a chore. The Home Office training 
/ program aids the new agent in making a rapid 
? climb to a top producer. 


GA complete portfolio of life and S&A insurance plans, 
’} designed to fit every prospect and his particular needs. They 


F include a low-cost whole life plan, Family (family group 
¢ plan), Major Medical Catastrophe Insurance plans, and the most 
4 versatile decreasing term riders ever devised. 


@ some excellent territories still open (including a few major cities) in 


the United States and Canada. 


If you want to “pop your buttons” in your own agency with a rapidly 
growing organization, contact The Maccabees, a Life Insurance 


Society, Detroit 2, Michigan. 


THE 





MACCABEES 
a Life Insurance Society 


Founded in 1878 


Home Office 
Detroit 2, Michigan 








A GOOD BUY 
for EXECUTIVES 


John Hancock's 


PREFERRED RISK 
WHOLE LIFE 
$100,000 


Age Annual Premium 
35 $2,319.00 
45 3,309.00 
55 5,019.00 


Call for an Illustration 


WILLIAM A. ARNOLD, Il 
General Agent 


161 William Street, New York 38, N.Y. 
Phone: WOrth 4-2367 
BROKERAGE BUSINESS INVITED 





Coa 
MUTUAL INSURANCE COMPANY 


LIFE 


BOSTON, MASSACHUSETTS 











Northwestern Mutual Life 
Agents Ass’n Meet July 20-22 


The 79th annual meeting of the Asso- 
ciation of Agents of Northwestern Mu- 
tual Life will be held in Milwaukee, 
July 20-22. John R. Mage, CLU, gen- 
eral agent, Los Angeles, is president of 
the Association of Agents. 

The executive committee planning the 


meeting includes, in addition to Mr. 
Mage: Dennis E. McTigue, district 
agent, Fort Dodge, Iowa, first vice pres- 
ident of the Association; Ben S. Mce- 
Giveran, CLU, special agent in Milwau- 
kee, second vice president; Lester A. 
Wilbert, CLU, special agent, Milwaukee, 
secretary-treasurer; Nathan H. Burg- 
heim, CLU, special agent, St. Louis; 
Robert A. Files, special agent, Cleve- 
land; R. Merle Palmer, CLU, special 
agent, Tacoma, Wash.; Harold F. Vin- 
son, CLU, general agent, Phoenix, Ariz. 

Serving as liaison representative for 
Northwestern Mutual in working with 
the committee in preparing and _present- 
ing their program is Harold W. Gard- 
iner, CLU, superintendent of education 
and field training for NML. 

The annual meeting of the Associa- 
tion is unique in the life insurance busi- 
ness in that it is planned by and for 
company agents. The agents pay their 
own way to the meeting and their own 
expenses while in Milwaukee. 

During the convention, individual meet- 
ings of the Special, District, and General 
Agents’ Associations will be held. There 
will be a breakfast conference for mem- 
bers of the company’s “Half-Million-and- 
Over” Club. In addition, NML agents 
who are Chartered Life Underwriters 
will have a post-graduate clinic after the 
convention. A feature of the meeting 
will be the recognition given to winners 
of awards under the system of honors 
of the association. 

Sales opportunities and techniques will 
be stressed at sessions throughout the 
three-day meeting. Outstanding agents 
and company officers, including Edmund 
Fitzgerald, chairman of the board; 
Donald CC. Slichter, president: and 
Robert E. Templin, director of agencies, 
will address the agents. 





Provident Opens Miami 
District Group Office 


Provident Mutual Life, Philadelphia, 
has announced the opening of a district 
Group office in Miami, Florida, under the 


direction of James L. Hamilton, district 
Group manager. The office will be 
associated with the Atlanta, Georgia, 


regional group office. 
Mr. Hamilton is a graduate of Wash- 
ington University in St. Louis. His prior 


experience in Group sales and manage 
ment has been in the Florida area 
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MDRT Members 


(Continued from Page 9) 


State; A. DeForest Spencer, Provident L&A; 
Julian D. Walter, CLU, NWM. 
ackson—Aubrey Reed, ELAS. 
Kingsport—Walliam W. Cawood, NLV; Fred 
R. Kissling Jr., ; James T. Parker Jt. 
la 
oF oxville—F. G. Denton Jr., CM; John G. 


Sample, CM; Jack K. Westbrook, College Life. 
Memph is—James W. Brakebill, Provident 
L&A; Ewing Carruthers, CLU, MM; James L. 
Claiborne, MONY Edward Felsenthal, NEL; 
Ernest T. Felts, MBL: Jack W. Gillespie, CLU, 
Manhattan; Oscar Hurt Jr., State Mutual; David 
B. Jackson, Minn. Mutual; Robert T. Jackson, 
a: Theron M. Lemly, MBL; Isaac Loskove, 
State Mutual; Charles Moore, CLU, CM; John 
Phillips III, CEU, NEL; A. V. Pritchartt, CLU, 
CMs Lloyd’ Ramsey, MBL; Charles D. Richard: 
NEL; Lester A. Rosen, CLU, UC. 
*Sillington—Lodie niet Biggs beer 
sonnel. 
Morristown—Robert H. Bible, Pru. 


Govt. Per- 


Nashville—John W. Dauling, a, Webb 
Follin Jr.. JH; E. R. McMillin Jr., =L; 
Thomas Proctor, CLU, NWM; Arthur 0 Reed, 
CLU, NWM; Alden 'H. Smith, CLU, NWM; 
Joe Thompson Jr., CLU, NWM. 

Georgia 


Americus—William H. Cobb Jr., MBL. 
Athens—William C. Hartman Jr., NLV. 
Atlanta—Meyer L. Balser, MM; Warren H. 
Bearden, NLV; George V. Belkofer, Coastal 
States ; Charles ce. Bethea, CLU, State Mutual; 
John L. Broome Sr., Union National; Howard 
C. Busbey, Guar.; Jim Byrd, NYL; "Eldon P. 
Coverdell, UC; Joseph F. Cusick Jr., NLV; 
Harry I. Davis, MM; John M. DeBorde III, 
CLU, State Mutual; William D. DeLavan, CLU, 
NLV; Harold T. Dillon, NLV; John U. Downs, 
NLV; Jack Fagan, CLU, NLV; Jack Felker, 
NEL; James D. Fluker, United American; AI- 
bert G. Foster Jr., unaffil.; Bill W, Frederick, 
NLV; Joe H. Gerson, ELAS; William C. Gib- 
son, MM; Warren S. Griffin, CLU, NLV; G. 
Jackson Howorth, Liberty; John R. Humphries, 
MM; cee W. Ingram, MM; Moise N. Kap- 
lan, Pru; J. Frank Kelley III, MM; C. Buck 
LeCraw, CLU, State Life; David Marx Jf, 
MM; Edward H. Mattingly, CLU, Guar.; Henry 
F. McCamish Jr.. MM; George H. McWhirter, 
CLU, unaffil.; Arvis L. Moore, NLV; Charles 
S. Motz, MM; Porter O. Payne, Franklin; James 
P. Poole, CLU, Guar.; Max E. Robkin, CLU, 
MONY; Sam H. Rumph, CLU, NWM; Abner 
A. Simonton, NLV; Jon Benton Simonton, JH; 
P. L. Bealy ‘Smith, "CLU, CM; Mrs. Chrystal C. 
Starr, CLU, Penn; Farish F. Talley, Acacia; 
R. Joe Taylor, NWM; John H. Thurman, CLU, 
Penn; William N. Thurman, MBL; David R. 
Vaughan, MBL; Cornelius F. Walker, unaffil.; 
Lawrence Willet, CLU, NWM;; Louie ’B. Wood 
Jr.. NLV. 

Augusta—Paul S. Culpepper, Life of 
Howard K. Holladay, NLV; Max L. of teed: 
NLV; J. Frank Sprouse Jr., Metropolitan. 
Carrollton—J. Ebb Duncan, United American. 
Columbus—Lewis C. Hall, NLV; Donald M. 
Hanson, United Services; Rex M. Hodges, 
Franklin; Claude N. Kent, NWM; William D. 
Key, Pilot; George W. Mathews, NYL; Jim 
Sigmund, NYL; T. Averett bas NLV; George 
M. Venable, NWM am L. Weil, chu: MM. 
Decatur—Andrew C. Dudish, Unied American. 
Gainesville—Paul L. Turner, 42:5 NLV. 
Macon—Tom Flournoy Jr., CLU, SRE: Don- 
ald I. Rosen, CLU, MM; Tigner E. Thrasher, 
MM; war E. Watson, NYL; Earl Zimmer- 
man Jr., 

es L. Marion, Franklin. 
Savannah—Bobby D. Anderson, MBL; Nathan 
Karnibad, MM; John W. Stephens jr., MM; 
Owen F. Stoughton, MBL 

Sylvania—G, Elliott Hagan, MBL. 
Valdosta—Mitchell J. Paine Jr., LNL. 

South Carolina 
Anderson—Fred W. Felkel, American Bankers, 
Beaufort—Jacob D. Hoskins, Occidental (NC). 
Charleston—Robert M. Bissey, United Serv- 

ices; David E. Cohen, Metropolitan; Maurice 
— MBL; Edward M. Ostendorff, CLU, 


Columbia—Kirkman Finlay, NWM. 

Atkins, College Life; 
E. Floyd Dubres, Provident L&A; William M. 
Gilliam, United L&A; H. Grice Hunt, Provident 





L&A; Clarence C. Lipscomb, Provident L&A; 
William Rosenfeld, LNL. 
ae ee P. Newbern, Estate 
uife. 
Sumter—Daniel E. Turbeville Jr., JH. 
Alabama 
Birmingham—Henry H, Cobb Jr., NYL; Bar- 


ney Copeland, Guar.; W. 
Liberty National; Alex Gibson, NYL; Elbert S. 
Jemison Jr., MM; Frank Jones, unaffil. ; Jack L. 
McKewen, Fidelity Mutual; Kirk Parler, Pru; 
Wilmer S. Poyner Jr., CLU, NYL; Walter 
Puckett Jr., Provident L&A; Albert L. Smith, 


Jefferson Standard; Walter W. Smith Jr., MBL; 
H. M. bape 2agl Liberty National; Stewart H. 
Welch Jr., 
Docker sae E. White, NYL. 
Florence—Sam U. Hardie Jr., American 
National. 
Fort Payne—Herman Watson, Franklin. 
Guntersville—Minor E. Woodall Jr., ELAS. 
Huntsville—J. Tillman Williams, ELAS. 


Mobile—Robert E, Finch, ELAS. 

_ Montgomery—Jack C. Bushman, Travelers; R. 

L. Choate, MM; Morris Feinberg, Sun/Can; 
James R. Kitchen Jr.. NWM 

North Carolina 

Asheville—Roney A. Hilliard, LNL; Caleb R. 
Smith, MM. 

Chapel Hill—Leighton E. Johnson, CLU, Provi- 
ent L&A 

Charlotte—W. A. Bethune, Jefferson Standard; 
B. Scott Blanton, CLU, Phoenix Mutual; W illiam 
H. Gaither, Jefferson Standard; R. F. Harris Tr 
P.lot; Philip F. Howerton, CM: Alex R. Josephs, 
CLU, NYL; Josef E. Josephs, CLU, NYL; R. 
Otho Linker, Penn; John L. McCann Sr., Jef- 
ferson Standard; S. Russell Mickle, CLU, CM; 
wae B. Rowe, JH; Adon N. Smith II, CLU, 
NWM:;: Herbert Spaugh Jr., CM; Robert H. 
Stedmaa Jr.. CM; Mills Tayior, CLU, Security 
Life & Trust; James S. Wilcox Jr., CLU, CM. 


Gastonia—J ames T. Comer, CL U, Jefferson 
Standard. KE : 
Greensboro—Francis H. Evatt, American 


National; Mark F, Foster, Security Life & Trust; 
William J. Keyes, Security Life & Trust; Gene 
Newton, Security Life & Trust; Charles A. 
— MM; William E. Stanley, Provident 


Greenville—M. Louis Collie. NYL; W. M. 
Scales Jr., Security Life & Trust. 

Havelock—lIrving Beck, ELAS. 

High at ial P. Clark, NEL; G. Reid 
Marsh, NYL 





Jacksonville—William M. Rakow, United 
Services. 

New Bern—Joseph E. Zaytoun, JH. 
Raleigh—Victor M. Leach Jr., CLU, College 
Life; George Y. Ragsdale, CLU. UC; William 
Nt Starling, CLU, JH; Reid S. Towler, NEL; 
Jack Wardlaw, Phiiadelphia Life; J. Crawford 
Williams, Provident L&A. 

Marvin R. Robbins, MONY. 
Tryon—Joseph G. Stockton, Security Life & 
Trust. 
Wilmington—Alex R. Urquhart, CLU, NEL. 
Winston Salem—Royall R. Brown, CLU, 
NWM; J. Berkley Ingram Jr., CLU, MM; 
Mrs, Mary S. Leonard, NYL; Charles N: 
Siewers, CLU, Security Life & Trust. 
Florida 


Bartow—H, M. Fulton, NYL. 

Belleair—John Mulock, MBL. 

Coral Gables—J. Cleve Allen, Piedmont Life; 
George Bernstein, CLU, Protective; Bert 
Rudick, Fidelity Bankers. 

Fort Lauderdale—Edward F. Gore, Franklin; 
Hampson M. Keyser, NYL; William G. Leitch, 
Provident L&A; Rea H. Quackenbush, CG; 
bey I. Russell, NWM; Richard E. Struble, 


S 
Fort Walton Beach—Harold T. Speck, ELAS. 
Gainesville—James W. Dunwody Jr., MM; 
Joseph L. Sommese, NYL; Chester R. Yates, 
CLU, NYL. 
Hollywood—R. B. Walker, NYL. 
Jacksonville—Frank J. Brennan, 


Pru; Paul 


A. Broome, CLU, NYL;_ William L. Doney, 
CLU, Pru; J. Kirk Frazier, NLV; Jesse D. 
Jones, Pru; James H. Lipscomb, NEL. 





Brokerage Supervisor 


Irving J. Goldberg has been appointed 
brokerage supervisor of the Frederick 
j.. Jarosz Agency, general agent for 
Berkshire Life in Springfield, Mass. 





















Loyal Protective Lire INSURANCE COMPANY 
BOSTON 15, MASSACHUSETTS 


Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 
optional hospital-surgical-medical benefits. Sickness 
benefits from one year to Age 65 — Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings for 
qualified General Agents in selected areas 









Winfield Crawford, 








LIFE INSURANCE 
PURCHASED ON 


R E MN E WA L S EQUITABLE BASIS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. PLaza 3-2826 











McDowell Succeeds Million for Northwestern Mutual 





BURR A. MILLION 


CHARLES W. McDOWELL 


ing as district agent in that state, le was 
appointed a supervisor in the company’s 
Louisville agency. It was there that he 
developed the Million Analysis and Sur- 
vey Book, a sy stem itic method of show- 
ing a policyowner’s premium outlays and 
policy costs and ‘values. The “Million 
Book” is widely used by Northwestern 
Mutual agents throughout the country. 


Charles W. McDowell, CLU, who has 
been district agent at Altoona, Pa., for 
Northwestern Mutual Life, succeeded 
Burr A. Million as the firm’s general 
agent at Evansville, Ind. Mr. Million, 
retiring after 31 years as a general agent 
at Evansville and 45 years of service 
with the company, will continue to serve 
his personal clients. 

Mr. McDowell joined Northwestern 
Mutual in 1947 as an agent in Altoona, 
where he won a number of company 
honors. As a district agent since 1954 
in Altoona, Mr. McDowell ‘has brought 
the agency up in rank from 4lst to 23rd 
among all the company’s 249 district 
agencies coast-to-coast. He attended the 
University of Missouri and Pennsylvania 
State College, is a native of Altoona and 
served four years in the Army during 
World War II. 

Mr. Million was appointed general 
agent of the then newly-created Evans- 
ville agency in 1928. Under his leader- 





J. E. Griffith, Jr. Retires 


J. E. Griffith Jr., vice president, Group 
division, Aetna Life retired June 30 
after 42 years’ service with the company. 
Mr. Griffith, a native of Hartford and 
a graduate of Trinity College, joined 
Aetna Life Group division in 1917 after 
Army service during World War I. 

Appointed assistant secretary in 1923. 
Mr. Griffith was subsequently advanced 
to secretary and, in 1947, to assistant 
vice president. He has been vice presi- 


ship, the agency has shown continuous dent for the past seven years. 
progress in annual sales, in insurance in In his career, Mr. Griffith has seen 
force and in the number of successful Group insurance grow from its very 


beginning, and has played a major role 
in the development of Aetna Life as one 
of the foremost companies in this field. 


agents within the organization. 
He joined Northwestern Mutual in 
1914 as an agent in Illinois. After serv- 





If you are LOOKING 
For A General Agency Opportunity— 
EMPIRE has a complete line of 
Competitive Plans 





LIFE — HOSPITAL — ACCIDENT AND HEALTH — GROUP 


Licensed in the States of — Colorado, Delaware, District of Columbia, 
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A gallery of eminently successful agents 
...the members of our Hall of Fame 


Each of them has sold a million dollars or more of Ordinary 


in the New England Life during a calendar year. The photo- N EW E N G LAN D 
graphs of these distinguished salesmen (reproduced here in , 2 
small size) hang in the Hall of Fame which leads to the Miu LI F E BOSTON, MASSACHUSETTS 


Agency Department in our Home Office. 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1835 
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COMPANY PUBLIC 
ORGANIZATIONS 


STOCK 
SERVICE 


In its Property Insurance Fact Book 
of 1959 National Board of Fire Under- 
writers publishes a list of fire industry’s 
associations doing splendid work in serv- 
ing the public and industry. 
National 


member- 


Parent organization, 3oard 
Underwriters, with a 
than 200 stock 


has an engineering de- 


of Fire 


ship of more fire insur- 


ance companies, 


partment which surveys fire fighting 


facilities in all cities of 25,000 population 
or more and which makes recommenda- 
tions for improving water supplies, fire 
departments and alarm systems, and for 
reducing conflagration Also, 
it maintains a large arson department of 


local 


hazards, 


investigators who assist law en- 


forcement and fire authorities in detec- 
tion of fires of unknown or suspicious 
origin, When catastrophes and conflagra- 
tions occur National Board’s adjustment 
department the 


to make sure adjusting facilities are ac- 


surveys stricken areas 
curate and in some cases it sets up emer- 
gency supervisory offices to expedite pay- 
claims from 
Also, 


education in 


ments of 
these catastrophes. 


many resulting 
it has a broad 
program of public which 
safety films are 
available for special 


departments 


fire prepared and made 
groups such as chil- 
dren, fire and industrial 
employes. 

The capital stock fire insurance busi- 
ness sponsors regional organizations lo- 
cated to serve the geographical areas of 
the country. They closely with 
local field clubs in an advisory capacity 
making recommendations they think will 
best serve needs of the insuring public. 
These are Board of Fire 
Underwriters of the Pacific, Eastern 
Underwriters, South-Eastern Underwrit- 


work 


associations 


ers, Texas Insurance Advisory and West- 
ern Underwriters associations. 

The stock company loss and claim 
adjustment organizations include Gen- 


eral Adjustment Bureau, Inc., New York; 
Underwriters Adjusting Co., and Western 


Adjustment and Inspection Co., Chicago. 


Underwriters Laboratories, Inc., best 
known affiliate of National Board, was 
organized to meet the threat of fire 


electric 
widespread 


inherent in 

the first 
demonstration of electrical 
at the Columbian Exposition, 
in 1893, 


hazards 
following 





Rolland E. Irish, president Union Mu- 
tual Life of Portland, was 
cently at Colby College’s 
ment. President Irish was among 12 in- 
dividuals receiving honorary degrees. 
received the degree of Doctor of Laws, 
and, in making the presentation, Colby 
President J. Seelye Bixler praised him 
“for your successful efforts to see that 
Maine itself shall take the right path 
and that its citizens shall keep constantly 
before their minds their personal and 
corporate responsibilities towards  so- 
ciety.” 

* * * 


Betty Reid Lawson, personnel director 
of Colonial Life, East Orange, N. J., was 
elected president of the Association of 
Personnel Women, Northern New Jersey 
group, at its June meeting. The North- 
ern New Jersey group is a chapter of 
the International Association of Per- 
sonnel Women. Miss Lawson has been 
associated with the Colonial Life since 
1951, and has held various offices in the 
Association of Personnel Women. She 
is chairman of the personnel committee 
and a member of the board of directors 
of the Young Women’s Christian Asso- 
ciation of the Oranges. She is also a 
member of the New York Personnel 
Management Association. Miss Lawson 
is an alumnus of Hofstra College where 
she received ther B.S. degree and later 
received a degree of Master of Busi- 
ness Administration from New York 
University. 
k ox x 

Edward G. Heinbecker, secretary of 
the America Fore companies of the 
America Fore Loyalty Group, was hon- 
ored at a luncheon at the home office 
in New York City June 24 in observance 
of his 25th anniversary with America 
Fore. He was born in Listowel, Ontario, 
and attended the College of Education 
of the University of Toronto. He also 
attended the Guaranty Company bond 
school in New York and took special 
courses at Columbia University and New 
York University. From 1928 to 1934 Mr. 
Heinbecker was with F. A. Willard & 
Co., members of the New York Stock 
Exchange. He joined America Fore in 
1934 as a security analyst for the Con- 
tinental Co. in the investment division 
of the financial department. He was ap- 
sag an assistant secretary in 1954 
and a secretary in 1958. 


Canadian subscriptions, 


5 hae York City under act of 


equipment 
public 
illumination 
Chicago, 


honored re- 
138th commence- 


He 





John P. Holden, assistant manager of 


Philadelphia office, 
marked his 25th anniversary with the 
company July 2. A graduate of Colby 
College, Mr. Holden joined the home 
office staff where the served until his 
appointment as a special agent in Penn- 
sylvania in 1939. He was named to his 
present position in 1953. Mr. Holden is 
a member of the Underwriters’ Club and 
Insurance Society of Philadelphia, Amer- 
ican Contract Bridge League and the 
American Bowling League. During 
World War II he served as a Navy lieu- 
tenant in the Pacific theater. 


Hartford Fire’s 


a ee 





JOSEPH M. BRYAN 


Joseph M. Bryan, senior vice president 
of Jefferson Standard Life of Greens- 


boro, N. C. and president of Jefferson 
Standard Broadcasting Co., has been 


“Significant Sig” award of the 


given the 
made by Sigma 


Sigma Chi Fraternity, 
Chi to alumni who have distinguished 
themselves in their fields. The presenta- 
tion was made at the fraternity’s inter- 
national convention at Kansas City, Mo., 
recently. 

x *e x 


H. Bruce Palmer, president of Mutual 
Benefit Life of Newark, N. J., received 
the honorary degree of Doctor of Letters 
at the recent commencement of Mont- 


clair State College, Upper Montclair, 
N. J. The citation read: “Insurance 
executive, philanthropist, civic leader, 


president Mutual Benefit Life Insurance 
Co.; selected as one of ten outstanding 
States 


young men by United Junior 
Chamber of Commerce; served as presi- 
dent Robert Treat Council, Boy Scouts 
of America; president, New Jersey 


Chamber of Commerce; president, New 
Jersey Division, National Council of 
Christians and Jews; national president, 
Effective Citizens Organization; chair- 
man, Newark Mayor’s Economic De- 
velopment Committee; member, Hon- 
orary Committee, Fiftieth Anniversary 
Celebration, Montclair State College; a 
constant and devoted supporter of pub- 
lic education.” 
* * x 


Ed Y. Dukes, secretary of the Phoenix 
of Hartford Companies, celebrated his 
40th year with the company on July 1. 
He joined the Central States Fire of 
Wichita, Kan., in 1919 and came up 
through the ranks to be in charge of 


underwriting, assistant secretary 1930, 
secretary 1931 and vice president and 
secretary 1953. The Central States was 


merged with the Phoenix in 1955. He 
was transferred to Hartford as secretary 
of the Phoenix in July, 1955. 


Harry Carlson 


M. REY DODSON 


M. Rey Dodson president cf Ohio Na- 
tional Life, has been appointed to the 
administration board of the Charles W. 
Griffith Memorial Foundation of Ohio 
State Uuiversity. The Griffith Founda- 
tion for Insurance Education was estab- 
lished to stimulate interest in insurance 
as a profession; to offer education in 
the fundamentals of insurance; to assist 
the public in gaining an understanding 
of insurance; to facilitate advanced 
study in insurance; and to broaden the 
frontiers of knowledge of insurance. The 
Foundation is sponsored by companies, 
associations, and agencies in all seg- 
ments of the insurance business. 


* * * 


Daniel R. O’Donnell has been ap- 
pointed assistant manager of the real 
estate department of Insurance Company 


of North America Companies. He joined 
INA’s San Jose, Calif., office in 1953. 
Three years later he was _ transferred 


to the real estate department in INA 
headquarters at Philadelphia. He was 
promoted to supervisor of the real, estate 
department in May, 1957, A native of 
Billings, Mont., Mr, O’Donnell graduated 
from Montana State University in 1950 
and served as a captain in the United 
States Air Force before joining INA. 


* * * 


_ Herman G. Treiss, veteran New York 
insurance man, has joined Tuttle, Pen- 
dleton & Gelston, Inc., prominent Brook- 
lyn agency. He was formerly associated 
with the David C. White Agency, Inc., 
in Manhattan and prior thereto had been 
more than 53 years in insurance. Mr. 
Treiss began his career in 1904 with the 
Hanover Fire, later operated his own 
agency and in 1932 joined the Great 
American in the New York metropolitan 
department. He retired from that com- 
pany in 1957. Widely and_ favorably 
known in brokerage and agency circles 
Mr. Treiss served as president of both 
the Insurance Square Club and _ the 
American Legion Insurance Post 1081. 


* * * 


Carl A. Peterson, retired supervisor of 
agencies for Northwestern National Life, 
was presented with the 1959 merit award 
by the Iowa State Club of Chicago in 
recognition of his “outstanding contribu- 
tion to the humanities.” The presenta- 
tion, which honors one alumnus each 
year, was made during graduation cere- 
monies at Ames. Mr. Peterson is a di- 
rector of the Iowa State College Found- 
ation currently raising $40 million for 
the school’s endowment fund and for 
capital improvements. 
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Trustam’s Comments on U.S.A. 
Insurance Situation 


C. F. Trustam, general manager of 
Royal who retired on 
June 26 as chairman of the British In- 
surance Association, made some inter- 


Insurance Co., 


esting comments on conditions in_ the 
United States in his capacity as BIA 


chairman when addressing the annual 
BIA meeting. That association is one 
of the world’s leading industry organiza- 
tions. It represents virtually all the 
British insurance companies which trans- 
act four-fifths of that nation’s insurance 
business, half of it overseas. The annual 
meeting is the occasion for the chairman 
to speak for the British company market 
on some of the outstanding features of 
the previous year’s business. 

In his comments on the United States 
Mr. Trustam said there are good grounds 
for believing that the underwriting situa- 
tion is under control and gradually re- 
verting to normal. “Towards the end 
of last year,” he said, “there were signs 
that the intrinsic deterioration in the 
experience was being checked and, with 
certain increases in rate levels which 
have since received official approval, the 
improvement seems to have been carried 
forward into 1959. I feel, therefore, that 
we may entertain a reasonably restrained 
optimism for the future, without of 
course expecting full prosperity to re- 
turn overnight.” ‘ 

Mr. Trustam thought that point is of 
some importance “inasmuch as with ad- 
verse underwriting results in the U. S. 
our business there tends to be challenged 
as a possible source of dollar earnings. 
Itis only right, therefore, to stress again 
that even in 1958 the dollar investment 
earnings of the British companies left 
us with a net balance on the right side. 
Moreover, the very nature of insurance 
is such that fluctuation in results must 
be expected—at times quite considerable 
—and that it is the profitability over the 
long term, during which valuable cur- 
rency assets are accumulated, that must 
be kept in mind.” 

Mr. Trustam last year expressed his 
confidence in the future of insurance in 
America, asserting that in his view it 
was unthinkable that so great an industry 
there could continue on an unprofitable 
basis. “Already there are signs that 
that forecast will prove right; and pro- 
vided British companies can secure un- 
derwriting results reasonably near the 
market average, and operate on an ex- 
pense basis reasonably near the average, 
they must inevitably share in a restored 
Prosperity,” he said. 

There has been much comment lately 
on the subject of American capital in- 
vestments in Britain and the correspond- 
ing British stake in the U. S. “It is 
Interesting to note the place which 

Titish insurance occupies in that pic- 
ture,” commented Mr. Trustam. “The 

A. Department of Commerce re- 
cently valued British investment interest 
in that country at $1.900 billion. Against 
that total I estimate that the intrinsic 
Worth of British insurance in the U. S. 

















is of the order of $850 million. Policy- 
holders’ surplus alone amounts to ap- 
proximately $600 million and it would not, 
I think, be over optimistic to estimate a 
further $250 million as the value of the 
equity in reserves. If my calculation is 
anywhere near the mark, it suggests that 
of a total British investment interest in 
the U. S. nearly one-half is represented 
by British insurance.” 

Commenting on the world economic 
and financial situation Mr. Trustam said 
there is a more favorable climate than 
since the BIA meeting of a year ago. 
Following measures taken by the Gov- 
ernment in 1957 world confidence in 
sterling has grown slowly but surely, 
leading to a greater use of sterling for 
world trade and a steady income for 
British gold and dollar reserves, the 
latter being assisted by a favorable turn 
in the terms of trade. By the end of 
1958 the British position was sufficiently 
improved to enable sterling to be virtu- 
ally freely convertible in world markets. 


* * * 


H. A. Walters Heads British 
Insurance Association 


H. A. Walters, general manager of the 
Royal Exchange Assurance since 1954, 
has been elected chairman of British 
Insurance Association succeeding Charles 
F. Trustam. R. L. Barnett, general man- 
ager, Alliance, has been elected deputy 
chairman. 

Educated at Westminster School, Mr. 
Walters joined Royal Exchange in 1914 
and in following four years was in first 
World War. Upon his return from the 
service he was the company’s represen- 
tative in Europe until 1933 when he went 
to head office to be an executive for 
overseas affairs in which post he has 
traveled extensively in United States, 
Canada, Australasia and Africa. He is 
a Fellow of Royal Horticultural Society 
and the Zoological Society. He has been 
chairman of the London Salvage Corps 
since 1950. 

Mr. Barnett has spent his whole career 
with the Alliance, becoming assistant 
general manager in 1951, deputy general 
manager in 1955 and general manager 
in 1958. 


i ee 


Montgomery Ward and Nationwide 


News that Montgomery Ward & (Co., 
the Chicago mail order house, has been 
planning to buy a large block of stock 
of Nationwide Insurance Corp., holding 
company of Nationwide Insurance Co., 
was first published on June 13 ina 
column of ‘Columbus State Journal writ- 
ten by Justin Henley, a writer in busi- 
ness and financial pages of that paper. 
Strangely enough, this particular column 


attracted little attention in the Ohio 
capital except among insurance com- 
panies and insurance agencies. 

This was in marked contrast to the 


front page spread running in several 
issues of all Columbus papers in 1956 
giving details of negotiations seeking 
stock control of ‘certain Columbus stock 


companies by Frederick E. Jones, presi- 
dent of Buckeye Union Casualty Co. of 
Columbus. 

A fight to keep control of the Colum- 
bus companies under their current man- 
agement followed. Eventually, Jones won 
in ‘the case of Ohio State Life and Co- 
lumbus Mutual Life. Jones was orig- 
inally from Jackson, Ohio, a town in 
Southern part of the state. 

Columbus newspaper men could not 
get a definite corroboration from Murray 
Lincoln, chief officer of Nationwide, that 
a deal had been concluded between 
Montgomery Ward & Co. and Nation- 
wide although he admitted that Mont- 
gomery Ward apparently would like to 
get into the insuranice business to com- 
pete with Sears Roebuck & Co. whose 
insurance subsidiary is the Allstate 
Henley said that Montgomery Ward of- 


ficials in charge admitted they had 
entered into negotiations with an in- 
surance company but didn’t want the 


name pending during the negotiations. 

At the time of the publication of Hen- 
ley’s article the stock of Nationwide had 
been rising sharply on the over ‘the 
counter market. Nationwide has more 
than 4 million shares. Nationwide Cor- 
poration, by the way, owns considerable 
stock in Northwestern National Life. 
Michigan Life, National Casualty and 
Nationwide Life Insurance Co. 

The outstanding over-all insurance 
man in Columbus long has been Murray 
Lincoln, chief officer of Nationwide. 

The success of Mr. Lincoln, who 
started in a small way in the co-opera- 
tive farm bureau. movement and 
branched out into insurance, has been 
phenomenal. Some years ago the told 
the writer of this page that in his early 
Columbus days he had been turned down 
by banks there when he sought a mod- 
est-sized loan. 

When his insurance organization was 
seeking a new name and adopted “Na- 
tionwide,” that fact was given wide pub- 
licity by telecasting the information in 
two Columbus theatres and all field men 
of the organization heatd the telecast at 
various sections of the country. Further- 
more, in New York an 


airplane was 
chartered carrying to ‘Columbus, as 
guests of Mr. Lincoln, a half dozen 
business news editors and_ reporters. 


That plane left LaGuardia Field at 7 
o'clock in the morning and ithe news 
people were promised return to New 
York City “in time for dinner.” They 
were not informed just why they were 
going to Columbus, but were fascinated 
by the mystery. Aifter arrival there a 
luncheon was held; then all went to a 
theatre where they heard and saw the 
telecast, the actors being members of the 
Lincoln organization. A press confer- 
ence followed. It was a dramatic way of 
letting the ‘business and _ insurance 
worlds know that the name “Nation- 
wide” ‘had been adopted. 

Incidentally, the news people did not 
arrive back in New York City in time 
for a 7 o’clock dinner as Columbus was 
struck by a blizzard, the chartered plane 
couldn’t take off until 6 o’clock and be- 
cause of the storm was obliged to land 
in Pittsburgh. It finally reached New 
York at 9 o’clock. 


* * ok 
Bickley Changes Colleges 


John Strock Bickley, professor of in- 
surance, Ohio State University, Colum- 
bus, is leaving that post to take a sim- 
ilar one at University of Texas, Austin. 

One of the best known insurance edu- 
cators in the colleges and universities of 
the country he recently attracted new 
attention by inaugurating at Ohio State 
an insurance Hall of Fame. After con- 
ceiving the idea he appointed a commit- 
tee of arrangements and got out ques- 
tionnaires in which the industry was 
asked to submit nominations of men it 
thought suitable candidates for this 
honor. The committee was a long one, 
some of the members occupying high 
positions with insurance companies, the 
press and industry organizations. 

Immediately, there was divulged a dif- 
ference of opinion as to who had enough 
distinction and value to the business to 
warrant having such a high honor. It 
was evident as well that in such a care- 
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C. F. TRUSTAM 


fully screened list many would be left 
out, as insurance operation dates pretty 
far back in this country and names ana 
achievements of many pioneers in ‘the 
business are only a faint memory or are 
even unknown at the present time. 
Furthermore, as insurance is not like 
baseball where many stars of the dia- 
mond are still living—Ty Cobb, for in- 
stance—many insurance men do not be- 
lieve a living man should be a member 
of a Hall of Fame. It was decided by 
Dr. Bickley and a committee that there 
should be recognition of persons still on 
the scene and thus it was that Ralph 
Blanchard, formerly chief professor of 
insurance at Columbia University, has 
been immortalized by Ohio State’s Hall 
of Fame. 

Dr, John S. Bickley, born in Bethle- 
hem, Pa., was son of John H., who 
taught at Lehigh University. Later John 
H. moved the family ito Wisconsin where 
he became chief accountant of Wiscon- 
sin Public Service Commission. 

John S. is a graduate of University of 
Wisconsin where he majored in eco- 
nomics. During the war he was a first 
lieutenant in the air force where he con- 
ducted a 93-piece band. After the war 
he returned to University of Wisconsin 
and got his Ph.D. degree. Next, he 
studied at Columbia University under 
Ralph Blanchard, professor of insurance. 
Mr. Blanchard was responsible for Bick- 
ley’s obtaining his first post as insurance 
instructor. That was in 1940 at Univer- 
sity of Alabama, From there Dr. Bickley 
taught insurance on Pacific Coast at 
University of Washington. He went to 
Columbus, Ohio, in 1950 to teach insur- 
ance. It was an important education as- 
signment as Columbus is an insurance 
center. 

Dr. Bickley is editor of the journal 
issued by the American Association of 
University Teachers of Insurance. He 
often has written articles about insur- 
ance published in magazines and insur- 
ance monographs. 

Mrs. Bickley was Mary Louise Loftis 
and their daughter, Mary, is 3 years old. 
Mr. and Mrs. Bickley met at University 
of Alabama where she was a student 
taking his insurance course. 


ete tte 
Canadian Appointments 


Following the merger of Commercial 
Union and North British & Mercantile 
some appointments were made in Canada. 
C. D. Trusler, manager of the group in 
Canada made these announcements: 

R. A. Dyer and L. J. Field, deputy 
managers, F. D. Taylor and G. L. Rich- 
ter, assistant managers for Canada. Mr. 
Richter’s residence is Toronto. I. ; 
Heap is made branch manager at Toronto 
and J. LeMessurier, assistant manager ot 
Toronto branch. 
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Scottish Union Recommends Merger 
Offer Of Norwich Union Be Accepted 


general 
the Scottish Union 


John Newlands, 
dartford, for 
tional, stated this 
withdrawal of the 


Co. 


Scottish Union, 


Yorksh:re 
proposal to acquire 
the latter 


week: 


JOHN NEWLANDS 


control of 
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the cash 


Insurance 


accept 
Union 


Union has stated its intention to 
identity, 


tain 
dividuality 


separate 


Reports from London state 
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offer 
Society. 


of the 


prestige 


The 


and 


Scottish Union.” 


that 


Norwich 
Norwich 


main- 


in- 


five 


days after the Yorkshire cash and share 


exchange offer, 


the Norwich Union put 


in a counter bid for that Scottish Union. 
The Scottish Union stated later that fol- 
lowing the withdrawal by Yorkshire, the 


board 


of Scottish Union intends to rec- 


ommend its shareholders to accept the 
Norwich Union’s cash offer. 


Yorkshire Statement 


In a statement issued in England the 
Yorkshire said: 

“As previously stated, negotiations be- 
tween Yorkshire and Scottish Union led 
to an agreement between the boards of 
the two companies tor a merger of their 
respective businesses, on the basis of an 
exchange of shares with a_ balancing 
cash payment. 

“The object of the merger was to en- 
sure that the shareholders cf each com- 
pany would retain their interest in the 
combined business. The proposals were 
considered fair and capable of recom- 
mendation on the basis of a merger to 
the shareholders of both companies. 

“Subsequently the Norwich Union indi- 
cated its intention to make a cash bid for 
the shares of the Scottish Union 

“The Yorkshire has made it plain 
throughout that it had no intention of 
taking part in a competition between 
take-over bidders—a_ practice which it 
would greatly deprecate in the insur- 
ance industry for reasons already stated. 
In these circumstances Yorkshire has in- 
formed the board of Scottish Union that 
it does not intend to proceed with its 
proposals for a merger.” 





N. Y. Agents’ Committee 
Chairmen Are Appointed 


Arthur F. Blum, Rockaway Park, 
president of the New York State Asso- 
ciation of Insurance Agents, announced 
appointment of chairmen for standing 
committees for the year. 

He has appointed Richmond E. 
son, Valley Stream, chairman, casualty 
committee ; Kenneth C. Est bocok: 3ing- 
hamton, fire insurance committee; Rob- 
ert J. Stearns, Poughkeepsie, member- 
ship committee; Arthur L. Schwab, 
Staten Island, public relations and legis- 


Thomp- 


lation; E. Glenn Giltz, Plattsburg, fi- 
nance; Alma P. Sherman, Schenectady, 
accident prevention; Sidney I. Fried- 
lander, Utica, fire safety; W. Wallace 


Young, Buffalo, education and 
management. 

Also Joseph A. Neumann, 
association study committee; Robert B. 
Douglass, Potsdam, vice president, re- 
gional meetings and the operating com- 
mittee; George A. Kramer, Williston 
Park, auto dealers competition; Albert 


agency 


Jamaica, 
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Continental, Fidelity-Phenix Merger 
Plans Are Approved By Stockholders 


By overwhelming majorities stock- 
holders of Continental Insurance Co. and 
Fidelity-Phenix Fire Insurance Co. met 
this week on different days and approved 
a proposed merger of the two companies. 
They are the two parent companies of 
the America Fore Insurance Group and 
the proposal with its advantages has had 
the careful study of the board for some 
time. 

The merger would result in a simplifi- 
cation of corporate structure which, 
President J. Victor Herd of America 
Fore believes, will facilitate the organ- 
ization’s underwriting operations and 
the management of its portfolio of in- 
vestments and be advantageous to its 
tax position. 


Growing Need of Insurance Risk Capital 


The situation in insurance which caused 
America Fore management to study the 
desirability and feasibility of simplifying 
the present corporate structure was thus 
explained by President Herd at the 
stockholders meetings. 

“There exist today, in my judgment, 
more pressing demands for versatility 
and capacity among insurers than at 
any time in a century. Today’s expand- 
ing economy and rapidly growing insur- 
able values but emphasize the need for 


insurance risk capital to meet greater 
responsibilities, both here and abroad. 
Indeed, the tremendous concentrations 


of insurable values represented by mod- 
ern bridges, tunnels, ocean vessels, jet 
airliners, shopping and cultural centers, 
industrial plants and equipment, mer- 
cantile, habitational and_ recreational 
enterprises and experimental installa- 
tions, such as nuclear reactor power 
plants, are striking evidence to the in- 
creasingly important role that insurance 
risk capital is now being called upon to 
perform.” 

One development in a new corporate 
setup of the Continental and Fidelity- 
Phenix would make acquisition of a life 
insurance company an easier transaction. 
In answering a question of a stockholder 
as to whether the organization will enter 
the life insurance field, President Herd 
said: 

“T think it is inevitable that our type of 
company will find itself in the life insur- 
ance business ultimately and for no other 
reason than we offer the public the whole 
gamut of insurance protection. What the 
form will take is still open to decision by 
the directors but we have no specific propo- 
sition before us at the moment.” 

Under the proposed merger a stock- 
holder who now owns 100 shares of Con- 





E. Mezey, New York City, 


savings banks 


—savings and loan liaison; Harry K. 
Lown, Batavia, convention program; 
Craig Thorn, Jr., Hudson, company 
liaison, and H. Lewis Kolodny, Monti- 


cello, 1960 general convention committee. 
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tinental will, after the merger, own 110 
shares of Continental and a stockholder 
who now owns 100 shares of Filelity- 
Phenix will, after the merger, own 117 
shares of Continental. 

Stockholders also approved Propos: ul to 
increase the capital stock of Continental 
from $33,500,000, consisting of 6,700,000 
shares at $5 par value, to $39,991,450, 
consisting of 7,998,200 shares of $5 par 
value. The capital of the continuing 
corporation seul be the sum of the 
capital of Continental and aa 
Phenix. The increase in the capital o 
Continental was proposed so that the 
capital of the continuing corporation will 
be $59,991,450 divided into 
shares of the par value of $5 each. 





NAIA Ad Fund Drive 
Passes $1,000,000 Mark 


The fund drive of ‘te national adver- 
tising program of the National Associo- 
tion of Insurance 
million mark last week. A check of ap- 
proximately $30,000 frcm members of 
the Indiana Association sent the drive 
over the million dollar figure. 

This contribution from Indiana pushed 
the state to the 60% mark in the adver- 
ne fund drive. This will give Indiana 
1S addition: il weeks of TV programing. 
This is. the second year in which NATA 
has spent in excess of $1 million in na- 
tional advertising. The national adver- 
tising program has already completed a 
13 week spring cycle of television reach- 
ing 158 stations over the nation. 





Home To Leave NBFU 


The Home Insurance Co. of New York 
has given intention of resignation from 
the National Board of Fire Underwriters. 
There is a 90 day waiting period before 
the resignation becomes final. Kenneth 
E. Black, president of The Home, re- 
signed as vice president of NBFU in 
April. Several weeks ago The Home 
also gave intension to resign from the 
Eastern Underwriters Association. 





Now Chubb & Son, Inc. 

Chubb & Son, New York City, an- 
nounces that effective July 5, the firm as 
presently constituted, a partnership, will 
be succeeded by a newly formed corpo- 
ration, Chubb & Son, Inc. With the ex- 
ception of J. L. Powell, whose retirement 
was recently announced, the present 
partners will: serve as the board of di- 
rectors of the new corporation and no 
other organizational changes will be in- 
volved in this move. 
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Several problems arising out of present 
New York State Insurance Law in connec- 
tion with multiple line operations were cited 
by Raymond Harris, Deputy Superintend- 
ent and chief counsel, when he spoke be- 
fore the hearing of the Joint Legislative 
Committee on Insurance Rates and Regula- 
tion in New York City last week. The 
committee aims to recommend changes in 
the law to aid multiple line progress. After 
a review of the development of multiple 











7... 





line legislation in New York a decade or so 
ago he stated: 

Inasmuch as the Insurance Law has 
retained ‘the pattern of specifying the 
insurance business that may be trans- 
acted, an insurer in writing a multiple 
peril policy may insure only those lines 
specifically mentioned in its license. 

In a Department ruling made in 1950 
it was concluded that in approving the 
automobile manufacturer’s output policy 
the form was considered to be an all- 
risk policy, in that it covered all perils 
except those specifically excluded. In 
that ruling the Department rejected the 
theory that an insurance company 
licensed in the State of New York may 
underwrite property insurance only 
against those perils specifically men- 
tioned in Section 46 and that it may not 
cover property against the sum _ total 
of all of those perils without the specifi- 
cation of the individual perils covered. 

It was pointed out that the net effect 
of that contention was that so-called “all- 
risk” policies could not be written except 
under the marine provision in paragraph 
20 of Section 46 and only in the limited 
manner provided in that paragraph. It 
was stated that the Department did not 
subscribe to that theory. Inasmuch as 
the passage of the complete multiple 
line legislation in 1949 removed the dis- 
tinction between what could be insured 
by casualty insurance companies and 
what perils could be insured by fire 
companies so that one company may, if 
properly licensed, cover property against 
each of the perils set forth in Section 
46. 

The ruling made the point that 'to say 
that a company may cover property 
against each of the perils and _ not 
against all in a combination policy mak- 
ing no distinction in the perils, is to 
stand on a legal technicality of little sub- 
stance and, therefore, the public should 
not be forced by a strained interpreta- 
tion of the law to resort to unlicensed 
insurers to obtain new and broadened 
types of coverages. 

In writing a policy insuring several 
perils, it is necessary to break the cov- 
erage into its component perils only 
for the purpose of making sure that the 
insurer is authorized under its license, 
which specifies the kinds of insurance 
business it may do, to underwrite ‘the 
policy. 

Standard Fire Policy 


A practical problem encountered in 
writing a multiple peril policy arises 
from the fact that such a policy invari- 
ably includes the fire peril and, there- 
fore, it becomes necessary to include 
the terms of the standard fire policy 
which apply to fire and_ allied perils 
in addition to the provisions that are 
applicable to the other perils pro- 
vided for in the policy. This is becz vuse 
the use of the standard fire policy is 
made mandatory by Section 168 of the 
Insurance Law. The exact wording of 
the policy is prescribed and no variation 
is permitted. 

The consequence of incorporating the 
Provisions of the standard fire insurance 
Policy in multiple peril policies is to 
make them complicated in their terms. 
This poses a problem ‘for study by the 
committee. The recent decision of the 
Court of Appeals in Woods Patchogue 
orp. v. Franklin Insurance Co. (1959) 
5 NY 2d 479 held that the jeweler’s 
lock policy need not conform with the 
Standard fire insurance policy as to the 
fire peril included in the policy even 





Harris Cites Legal Problems In 
New York On Multiple Line Risks 


though the fire peril was optional with 
the insured. The court rested the de- 
cision in this case on the fact that the 
jeweler’s block policy is authorized to be 
written under the marine insurance 
powers and is an all-risk contract. 

Consequently, the court found no legis- 
lative mandate requiring marine insur- 
ance contracts, insofar as they cover 
loss by fire, to comply with the stand- 
ard fire policy. However, that decision 
did not relieve insurers in writing an all- 
risk contract or multiple peril policy 
which is not authorized under marine 
insurance powers from incorporating the 
provisions of the standard fire policy in 
such a contract. 


Rate Regulatory Laws 


In the administration of the rate reg- 
ulatory provisions of Article VIII of 
the Insurance Law, the Department has 
been confronted with serious problems 
arising from multiple line operations. 
The situation may be attributable in 
part to the fact that the model rate 
regulatory bills which were drafted by 
the National Association of Insurance 
Commissioners, with the assistance of 
the All-Industry Committee, consisted of 
two model acts, namely, a model fire, 
narine and inland marine rate regulatory 
bill and a model casualty and surety 
rate regulatory bill. 

As a consequence of the separation of 
the rate regulatory provisions into two 


separate laws, separate supervision of 
rate filings continues. A rating organi- 
zation may be licensed to make rates 
for kinds of casualty. and surety insur- 
ance or subdivisions thereof or one may 
be licensed to make rates for kinds of 
fire or marine insurance or subdivision 
or class of risk or part or combination 
of such other kind or kinds of insurance. 

The standard statutory language relat- 
ing to the making of rates for kinds of 
casualty and surety insurance coverages 
differs from the language for the making 
of rates for the kinds of fire and marine 
coverages. Because of this difference 
between the two laws, it is necessary 
to determine in a given case whether 
filings should be made under one law 
or the other, or both. : 


Problem of Reconciliation 


In the revision of the New York Rate 
Regulatory Law in 1948 the provisions 
of the two model acts were combined. 
Nevertheless, the aforementioned differ- 
ence in the two acts was incorported in 
our law. As a consequence, the Depart- 
ment is faced with the same problems 
of reconciliation growing out of these 
differences as the states which enacted 
the separate laws. Moreover, the then 
existing rating organizations have con- 
tinued to operate separately. 

In brief, the problems arising in con- 
nection with the administration of the 
rate regulatory laws involve questions 
of powers of the several rating organiza- 
tions over the making of rates for the 
respective perils covered by a multiple 
peril policy, the extent to which a mem- 
ber of a rating organization is bound 
bv a filing made by a rating organization 
which is not authorized by the member 
to make filings for all of the perils in- 





Oscar Winning Agents Express Ideas on 
Advertising At [AC Annual Meeting 


Three Oscar winning agents in the 
“best use of advertising” competition of 
Insurance Advertising Conference com- 
pared notes with IAC company ad man- 
agers for an entire afternoon last week 
at the Williamsburg, Va. annual meet- 
ting of the Conference. With J. Ken- 
neth Cagney, assistant secretary, Hart- 
ford Fire, as moderator, the pz inel par- 
ticipants were Joseph Vincent of 
Mitchell-Vincent Co., Bryan, Tex., whose 
agency produces well over $500,000 in 
premiums annually; “Scotty” Mulert of 
Justus Mulert Co., Pittsburgh, with an- 
nual premium volume between $100,000 
to $250,000, and Wilson A. Roberts of 
Williamstown, Mass., whose premium 
writings are in the $50,000 class. 

In opening the panel Mr. Cagney said: 
“These Oscar winning agents prove a 
line of reasoning to the effect that the 
more successful agents, such as these 
men, are all members of NAIA.” 

Mr. Vincent, the first speaker, a sec- 
ond time IAC award winner, said that 
Bryan, Tex., population 32,000, is “rh 
known as the home of Texas A. & 
College which has 7,500 students. Sp a 
native Texan, he married a girl from 
Bryan and has lived there ever since. 


Credits Adv. for Agency’s Success 


Having taken journalism and adver- 
tising courses in school, Mr. Vincent has 
always been interested in advertising 
and publicity. He stressed that Mitchell- 
Vincent Co. is a well balanced agency; 
that it recently opened a life insurz ance 
department “to round out owr facilities,” 
and that its 1959 premium volume was 
$750,000. “The success of our operation 
is due in large measure to our local 
advertising program,” he emphasized. 

Mr. Mulert, youngest of the Oscar 
winners, said that Justus Mulert Co. 
was founded in 1890 by his shaping 
His father came into the firm in 1921 
and he started his career there in the 
1940’s. The agency writes all lines, most 
recent addition being life insurance. 

“A few years ago we felt the need 
for a regular advertising program so as 
to build a corporate image for our 
agency in Pittsburgh,” said Mr. Mulert. 


a few local newspaper ads 


“I prepared 
at first but realized 


on my own soon 
the value of advertising agency counsel. 
I was lucky to make contact with a 


young fellow in an advertising agency 
who is now doing a good job in hand- 
ling our account. 

“We are the only local agency in 
Pittsburgh which advertises consistently 
in the local papers—about two to three 
times a week. Our program is long- 
range, designed not only to attract busi- 
ness but agency man ‘power as well.” 


Roberts Operates on Grass Roots Basis 


Mr. Roberts, a three time IAC award 
winner, also operates in a college town, 
Williamstown, seat of Williams College, 
population about 4,000. A small town 
operator, his grass roots comments on 
agency advertising were as helpful to the 
IAC as those of the larger agency speak- 
ers. “While my budget is small com- 
pared to that of big town agencies,” Mr. 
Roberts remarked, “I get consumer re- 
actions from steady, small-sized news- 
paper ads and across the counter.” 

Until recently Mr. Roberts went after 
individual policy accounts but now he’s 
attempting to sell package policies with 
the result that his business is much 
cleaner than previously. 


See TV Advertising as Most Powerful 
But Also Most Expensive 


Mr. Cagney put the question as to 
the most powerful type of advertising 
and the response from the agents was 
“TV because of its impact of large 
viewer audiences.” However, they agreed 
that TV advertising is the most expen- 
sive and thus beyond the budget limits 
of the average company. 

Mr. Vincent when asked what message 
he is most anxious to put across in his 
advertising said: “I’m a 100% capital 
stock, non-deviating company represent- 
ative. Our agency emphasizes depend- 
ability and absolute integrity before and 
after a loss. That’s what we emphasize 
in our advertising.” 

He prefers to sell the package policy, 

(Continued on Page 29) 


cluded in the policy, the right of an 
insurer to be a partial subscriber and 
make independent filings and the powers 
of a rating organization in connection 
with applications for deviations on ac- 
count of multiple peril filings. 

An insurer which transacts multiple 
lines of insurance sets up the customary 
reserves which it otherwise would be 
required to establish if it transacted fire 
and marine insurance business and cas- 
ualty insurance and surety business, re- 
spectively, as separate insurers. 

Some problems have arisen in connec- 
tion with setting up reserves, such as 
the loss and expense reserve on account 
of personal injury liability insurance 
claims arising under a multiple peril 
policy, such as the home owners’ policy, 
where an indivisible premium is charged. 
Because of the difficulty of complying 
strictly with the statutory requirements 
in computing these reserves, the in- 
surers have been granted some latitude 
in using approximate methods in com- 
puting the reserves. 

Taxation 

Multiple line operations, aside from the 
writing of multiple peril policies pro- 
viding for indivisible premiums, present 
no great problem in the payment or 
collection of premium taxes. A multiple 
line company in writing fire insurance 
is considered under the New York In- 
surance Law to be a fire insurance com- 
pany and is taxed as such. Similarly, 
such company in writing marine insur- 
ance is considered to be a marine insur- 
ance company anid its business is taxed 
as marine insurance. Likewise, such a 
company in writing casu% ilty or surety 
insurance is regarded as a casualty and 
surety company and its premiums are 
taxed as casualty and surety premiums. 

A somewhat complicated problem of 
taxation arises in connection with mul- 
tiple line peril policies providing for the 
payment of indivisible premiums in the 
payment of the fire department tax and 
the tax on casualty insurance premiums 


Under Section 553 stock insurers or- 
ganized under the laws of other states 
or countries pay a tax of 2% on fire 


insurance premiums to local fire depart- 
ments. 

Similarly, under Section 554 mutual 
fire insurers organized under the laws 
of other states-and countries pay a tax 
of 2% to local fire departments on fire 
insurance premiums, In the case of the 
premium tax on casualty insurance pre 
miums, it is to re noted that a tax of 
1% on such business is paid to the 
Superintendent of Insurance pursuant to 
Section 552 (1) of the Insurance Law 
and 1% to the Department of Taxation 
and Finance pursuant to Section 187 
of the Tax Law, whereas the tax on fire 
insurance and inland marine insurance 
premiums of 2% is paid by foreign and 
alien insurers to the Superintendent of 
Insurance pursuant to Section 552 (3) 
and a tax of % of 1% on such pre- 
miums of alien insurers is paid to the 
Department of Taxation and Finance 
pursuant to Section 187 (4). 

In order to comply with the require- 
ments of those sections, it is necessary 
that the insurers approximate that part 
of the indivisible premium which rep- 
resents the fire portion for the purpose 
of paying the fire department tax and 
that part of the indivisible premium 
which represents casualty insurance, in 
order to properly allocate the premium 


for taxation purposes as between the 
Insurance Law and the Tax Law. 
Another matter that requires legis- 


lative consideration is the fact that the 
provisions of the Insurance Law and 
the Tax Law, in imposing in the aggre- 
gate a tax of 2%% on fire and inland 
marine insurance premiums of United 
States branches of English and Swiss 
companies, as compared with the 2% tax 
imposed on domestic and foreign fire 
insurance companies, has been held in 
an opinion by the Attorney General to 
violate the tax conventions between the 
United States and Great Britain and the 
United States and Switzerland 


FRED C. DAETSCH DIES 
Frederick 'C. Daetsch, 74, an insurance 
agent in the Buffalo, N. Y., area for 29 
years, died June 9, He retired from busi- 
ness about six years ago. 
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Hempstead High School Girl Wins 
New York Federation Essay Prize 


George F. Avery, chairman, executive 
committee of Insurance Federation of 
New York State, and Albert E. Mezey, 
first vice president, last week presented 
scholarship award to Brenda M. Meehan 
at the Sacred Heart Academy, Hemp- 
stead. The award is given to the student 





Left to right: Albert E. Mezey, sponsor; 
Brenda M. Meehan, winner; George F. 
Avery, chairman, Insurance Federation. 


writing the best essay on “What tthe 
Private Enterprise System Means to the 
U.S.A.” The contest is open to all senior 
class students of over 1,100 secondary 
schools, public and private, throughout 
the state. A commendation for second 
place was sent to Barbara Smyth of Sag 
Harbor, L. I. 

The winner, runner-ups and_ their 
sponsors are: Miss Meehan, sponsored 
by Albert E. Mezey, president, Hoey, 
Ellison, Frost & Mezey, Inc. 

Miss Smyth, sponsored by W. E. Ehr- 
manntraut, resident vice president, Amer- 
ican Surety Co. 

Harry F. Greene, Edgemont High 
School, Scarsdale, sponsored by H. Peter 
Greisen, secretary-treasurer, Tucker & 
Turnbull, Inc., White Plains. 

Geraldine Nremczyk, Wilbur H. Lynch 
Senior H.S., Amsterdam, sponsored by 
Clinton F. Merrow, Ter Bush & Powell, 
Inc., Schenectady. 

Francis Joseph Cunningham, Vincen- 


tian Institute, Albany, sponsored by 
Frank J. Leonard, Rose & Kiernan, 
Albany. 


Carol L. Thomson, Red Hook Central, 
Red Hook, sponsored by Donald E. 
Norton, Red Hook. 


BROOME CO. AGENTS ELECT 

Robert J. Hanafin is new president of 
the Broome County Association of In- 
surance Agents, Binghamton, N.Y. 
Other officers are vice president, Paul 
Brooks of Johnson City; secretary, Ed- 
mund J. Farrell of Johnson City, and 
treasurer, Logan Wheeler of Bingham- 
ton. 





Edith T. Brennan, Utica Catholic 
Academy, Utica, sponsored by Leslie W. 
Kernan, E. F. & J. S. Kernan, Inc., 
Utica. 

The final ward judges were George F. 
Avery, vice president, U. S. Fidelity & 
Guaranty; Ashby E. Bladen, vice pres- 
ident, Aetna Insurance Group; Clarence 
A. Borst, vice president, U. S. Casualty; 
W. R. Ehrmanntraut, resident vice pres- 
ident, American Surety; Robert H. 
Nicholls, vice president, Fidelity & Cas- 
ualty; John D, MacLennan, insurance 
manager, Bowery Savings Bank; Ed- 
mund T. Sinnott, executive vice pres- 
ident, C. R. Black, Jr. Corp. 

The 1959 scholarship program com- 
mittee, under the chairmanship of John 
D. MacLennan, included W. R. Ehr- 
manntraut; George I. Gross, attorney, 
Powers, Kaplan & Berger; E. Chauncey 
Niver, N. Y. Board of Fire Under- 
writers; C. Fred Ritter, C. Fred Ritter 
Agency, Middletown, and Julius S. 
Wikler, former Superintendent of Insur- 
ance, 


Brokers’ Directory For 
New York State Published 


The 1959 Insurance Brokers Directory, 
a list of persons, partnerships, associa- 
tions and corporations, both resident and 
non-resident, licensed as insurance brok- 
ers in the State of New York has just 
been published by the Insurance Advo- 
cate, New York insurance trade maga- 
zine. 

The 620 page volume contains some 
32,000 names listed alphabetically show- 
ing addresses and license numbers. It 
is the only published source for this 
information. The data is officially sup- 
plied to the Insurance Advocate by the 
licensing division of the Insurance De- 
partment of New York State in Albany. 
It shows the status of all licensees as of 
March 1, 1959. Three supplementary is- 
sues published during the balance of the 
year give subscribers all changes and re- 
visions in the license status as well as the 
names of those who become insurance 
brokers after passing a qualifying exam- 
ination. 

The directory may be purchased from 











Weghorn Agency Award | Elec 
To New Jersey Broker | 
a Q 
Engineering 
Service 


G. Allan Schuhmann, a New Jersey 
broker, was awarded the John C. Weg- 
horn Award for creative thinking on the 


American agency system at the 1959 
graduation exercises of the Insurance 
Society of New York in the Great Hall 
of the New York State Chamber of 
Commerce Building. 

The award was presented by John C. 
Weghorn, (left), president, John C. 


Weghorn Agency, Inc., which sponsors 


the annual award, with Arthur C. 
Goerlich (right), president of the So- 
ciety, looking on. Mr. Schuhmann is 


manager of the John C. Pozar Agency, 
Hillside, N. J. His home is in Elizabeth, 
Ne J: 





Lumley, Dennant Out of 
Lombard Brokerage Corp. 


Lumley, Dennant and Company, Inc., 
New York City, announces outright sale 
of its interest in the Lombard Brokerage 
Corporation. All present officers and 
directors of the brokerage corporation 
have resigned, Richard Burkhardt has 
been elected president and Harry Arm- 
strong, vice president. 

Roger Haines, president of Roosevelt 
and Haines, Los Angeles and Philip V. 
Brennan of Washington, D. C. have been 
elected directors of the company in addi- 
tion to Mr. Burkardt and Mr. Arm- 
strong. 

Lumley, Dennant and Company, Inc., 
does a large business through brokers in 
London with London Lloyd’s and is rep- 
resented by Edward Lumley & Sons, 
Ltd., not only in Great Britain but else- 
where in Europe and throughout the 
3ritish Commonwealth. 





the Insurance Advocate, 135 William 
Street, New York 38, N. Y. Delivered 
in New York City, including sales tax, 
the price is $10.30. Delivered elsewhere 
in the United States and Canada, the 
price is $10. 








ATTENTION ALL BROKERS and AGENTS !! 


We hear stories of various alleged unfair company trade practices. One 
company is said to be pressuring for increased volume coupled with a “request” 
that brokers reveal their total premium volume figures, exclusive of life and 
ocean marine. Other companies are said to be demanding “balanced” ac- 


counts and “collateral” business. 


This association seeks the truth and, therefore, solicits from brokers or 
agents, whether members or not, information which can be documented. 
Consideration, study and evaluation will then be made and appropriate action 
taken. Anonymous and crack-pot letters will be given waste-basket treatment. 


Do NOT phone. Address replies to: 


Greater New York Insurance Brokers’ Assn., Inc. 
5 Beekman Street, New York 38, N. Y. 
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JOHN C. WEGHORN AGENCY, IN 
102 Maiden Lane* Digby 4-8420°N. Y.14,N.y 
Member of the N.Y.C. Insurance Agents Ass’n 
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PLM Monthly Newspaper treas' 

- a Ne 

For Fire, Casualty Agents)..." 

A new monthly newspaper in the in- Amet 

surance field begins publication in June Haug 

Published by Pennsylvania Lumbermen: ance 
Mutual, Philadelphia, the paper, “PLP 
News”, will feature activities of inde@ 

pendent agents in the fire and casa R 
field. In addition to news about agents) 

“PLM News” will also cover news abou Re 

the fire and casualty insurance field ingf Ame 

general as well as about PLM company aml, 

activities. ness 

Company spokesmen say that the main numt 

purpose of PLM News is ‘to serve as a quali 

clearing house of ideas and information lines. 

useful to independent agents in improv- mem! 

ing their own operations. “PLM News” Swis: 

will be published 10 times a year, in all state 

months except the two in which con- so f. 

ventions of the National Association of ware 


Mutual Insurance Agents are held. Con- 
vention months vary from year to year. 

During convention months, PLM will 
continue to publish “Agent News,” the 
convention newspaper now in its sixth 
successive year. As before, four_con- 
secutive daily issues of “Agent News 
will cover the fall convention in October 
this year, and one issue, will cover the 
spring mid-year meeting. 

Thus issues of the new monthly news- 
paper, “PLM News,” will appear, be- 
ginning with the current June issue, in 
July, August, September, November and 
December this year. In 1960 it will be 
published in all but March and October, 
NAMIA convention months. 

PLM, which now operates in 26 states 
and is licensed to operate in 40, will 
circulate about 10,000 copies of each 2 
issue of “PLM News” ‘to agents across 
the country. 








BENNETT STATE AGENT | 

C. E. Bennett has been state agent i 

eastern Michigan by the National 0! 

Hartford Companies, with headquarters 
in Detroit. 
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Elected Chairman of 
N. Y. Insurance Society 
: 





CY, IN 
Y.14,N.Y 


ts Ass‘n 






ALAN O. ROBINSON 


The Insurance Society of New York 
announces that Alan O. Robinson, pres- 
ident of the Yorkshire Insurance Co. of 
New York and the Seaboard Fire & 
Marine, both companies of the America 
Fore Loyalty Group, has been elected 
chairman of it’s board of directors. 

Active in the affairs of the society 
since 1931, Mr. Robinson served as lec- 
turer of the School of Insurance for 
many years and as chairman of the 
lecturers committee. 

Harold Jackson, president of Wm. H. 
McGee & Co., Inc., is elected senior 
vice chairman, and Clarence J. Myers, 
chairman and president of the New York 
» Life, elected vice chairman. Arthur C. 
© Goerlich was re-elected president of the 
© society and Paul R. Willemsen, president, 
© Sterling Offices, Ltd., secretary; Joseph 
J. Magrath, Chubb & Son, was made 





or treasurer. 

New members of the board of direc- 
pents ) tors are Robert Z. Alexander, president, 
fhe inf} American Insurance Co.; ‘Charles J. 
| June|> Haugh, vice president, Travelers Insur- 
rmeis= ance Companies, and Mr. Willemsen. 
“PLVB 

inde- 
sual RELIABLE ENTERS MAINE 
about!) Reliable Insurance Co., part of the 
eld in American Equity Group cenittered in Mi- 
npany ami, Fla., has qualified for doing busi- 
ness in Maine. This brings to 46 the 
- main number of states in which Reliable is 
- asa qualified for fire and allied insurance 
ration lines. Another American Equity Group 
/prov- member, the United States branch of 
V ews” Swiss National, has expanded to 22 
in all states, having added the following five 
con- so far this year: Washington, Dela- 
on of § ware, Arizona, Nevada and Michigan. 
Con- 
year. 


will § 
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| ECS Gl asts 






















o. CORPORATION 
‘ober EXCESS BROKERS 
tthe § 
ews- ® Surplus Line 
* ® Excess Limits 
and ® Ocean Marine 
Pes ® Errors and Omissions 
® Reinsurance 
a4 (Facultative & Treaties) 
~ 26 Court St., Brooklyn, N. Y. 
TRiangle 5-6230 
Raymond E. Karlinsky — Joseph Neulinger 
is William H. Malone 
ot 
ers Personal Attention for Your Problems 











Leona Seldow President 
N. Y. Chapter of CPCU 


At the annual meeting of the New 
York Chapter of the Society of Char- 
tered Property and Casualty Under- 
writers Leona Seldow was elected presi- 
dent. 

Elected to serve with her were: Henry 
A. Herman, Royal-Globe Insurance 
Group, first vice president; Melvin A. 
Holmes, Frank B. Hall & Co., Inc., 
second vice president; Robert W. Daum, 
North British Group, secretary and 


LIKE IT 


Glenn D. Schwenker, Insurance Society 
of New York, Inc., treasurer. 

A. Leslie Leonard, Insurance Society 
of New York, Inc.;. Melvin Warshaw, 
Wolkenberg and Warshaw, and Rudolph 
S. Christiansen, American Reciprocal In- 
surers, were elected to the board of 
directors. 

Miss Sheldow, who is also a CLU, is 
the first woman elected to serve as pres- 
ident of the New York Chapter. 

JOHN M. POWERS, SR., DIES 

John M. Powers, Sr., 68, a partner 
with George Rutledge in operating the 





Re 


BSN Ss 





Landen Heads Director 

Harry J, Landen, vice president of the 
Springfield Fire & Marine, was re- 
elected chairman of the board of di- 
rectors of the New York Board of Fire 
Underwriters. Harry W. Miller, United 
States general attorney of the Com- 
mercial Union Assurance, was re-elected 
vice chairman of the board. 





Brophy Insurance Agency in Niagara 
Falls, N. Y. for about 30 years, died 
June 7. He was a member of the Niagara 
Falls Insuring Agents Club. 


NOT. &® “a 


YOUR BEST SECURITY IS DEFENSE AGAINST THE UNEXPECTED 


The long shadows of hostile missiles need not darken the lives of Americans — 


as long as a strong defense is always on the ready to parry unpredictable blows. 


This, too, is the formula for multiple-line service (including Life) 
now Offered by the Security-Connecticut Group. 


Security-Connecticut continues to set the standards among modern insurors — 


now offers the convenience and the economy of “under one roof” 


service in all fields of insurance! 


To our representatives, Security offers this brand-new booklet, “Insurance 
Protection in the Missile Era.” Here’s a fine mailer for your clients, a great 


door-opener for prospects. Dramatically illustrated, it contains every important 


missile in the U.S. arsenal, in full color, identified by name, mission and. 


manufacturer — here’s an item with tested consumer appeal that breaks all records! 
And — it’s a treasure-trove of facts about up-to-date, streamlined insurance for 


every need, too! Fill out the handy coupon for your FREE booklets. 


all forms of insurance 
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SECURITY 











SECURITY-CONNECTICUT INSURANCE GROUP 
NEW HAVEN 5, CONNECTICUT, Dept. 157 











Please send me 
in the Missile Era’ at no cost or obligation. 


copies of “Insurance Protection 
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Royal-Globe Changes 


(Continued from Page 1) 


3ut he administered 
his duties from an American standpoint, 
with independence, while always fully 
conscious of his fundamental obligations 
and responsibilities to his companies. 
His success is reflected in the many top 
honors accorded him by his associates 
in this country and in the wide respect 
in which he is held in marine centers 
throughout the world. 


Accorded Many High Honors 


A past president and at the time of 
his retirement a director of the American 
Institute of Marine Underwriters, Mr. 
Zeller has occupied the same positions 
with the Board of Underwriters of New 
York. At the time of his retirement he 
was chairman of the Institute’s Nucle- 
onics Committee as well as chairman and 
member of various other committees. 

Mr. Zeller has also served vice 
chairman and as a member of the board 
of managers of the American Hull In- 
surance Syndicate. The extent of his 
interest and activity in the affairs of the 
Syndicate are demonstrated by his long 


owned companies. 


as 


terms of service as a member of the 
underwriting management and_ rating 
committees and chairmanships of the 


membership and finance committees, the 
latter position having been occupied by 
him for over 20 years. 

Additionally, Mr. Zeller has served 
the American Cargo War Risk Reinsur- 
ance Exchange as a member of the board 
of managers, the executive committee 
and as chairman of both the underwriting 
and reinsurance committees. He has also 
served as a director of the National 
Cargo Bureau, Inc. and at the time of 
his retirement was vice chairman of the 
finance committee. In 1953 he was elected 
a member of the American Bureau of 
Shipping and he is also a member of 
the Maritime Law Association of the 
United States. Mr. Zeller has served 
as a director and member of the man- 
- a eba committee of the United States 

Salvage Association and was chairman 
of the finance and membership com- 
mittees of this organization. 

Mr. Zeller’s active and constructive role 
in marine underwriting has not been 
limited to the United States. He enjoys 
a wide circle of business associations in 
Europe where he has been a frequent 
visitor and on many occasions has been 
an American delegate to conferences of 
the International Union of Marine In- 
surance, serving as chairman of the 
American delegation to the conference 
held at San Sebastian. Spain, in 1953 
and at Scheveningen, Holland, in 1954. 
In addition, he is past chairman and for 
20 years has been a member of the 
American committee of L loyd’s Register 
of Shipping. 

Taking European Vacation Now 

Even though his insurance career is 
closed, having passed the age of 65, Mr. 
Zeller is not deserting the familiar in- 
ternational field. He and Mrs. Zeller 
have “one-way tickets” to Europe, are 
leaving New York shortly and won't 
return until they have completed a long 
vacation abroad. And this is in con- 
templation of further trips in the future. 
-ven with a background of about 16 
trips to Europe, including one in service 
of “Uncle Sam” back in 1917 during 
World War I. The Zellers’ daughter, 
Ruth, wha is now in Sweden and who 
is well known in insurance circles 
through attendance at meetings of the 
International Union of Marine Insur- 
ance. will join her parents. She is 
working for the International Rescue 
Committee in Sweden. 

Mr. Zeller gained his high reputation 
as one of the lez ding underwriters and 
executives in the marine insurance field 
the hard wav, through experience and 
little formal insurance education. Other 
marine veterans, now active or inactive, 


generally developed along similar pat- 
terns, whereas today insurance courses 
in institutes, schools and colleges, plus 


the tendency toward more uniformity in 
marine practices, rules and rates renders 
less difficult the early training of a 














































FRANK B. ZELLER Blackstone Studios 
; ore W. H. CURWEN 
marine executive. Mr, Zeller joined 
marine office of Royal ‘in 1915 in New _ riors depended upon his own intelligence, 
‘ork. ingenuity and knowledge acquired 
As the then youthful Mr, Zeller pro- through experience. That he was able 
gressed in his career he had on numerous’ to meet these challenges, when they 
occasions to face decisions which could occurred, became fully evident. 
not readily be passed on to others, and In 1930 Mr. Zeller was appointed 
where success and recognition by supe- marine manager for the Royal, the 





Agencies representing the L & L have been able 
to discard many a “wooden Indian” procedure. 
They enjoy the benefits of a modern multiple- 
line group, and are rewarded in simplified pro- 
cedures, operating efficiencies. 

Do you represent the L & L? 


Lonpon & LANCASHIRE GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. 
SAFEGUARD INSURANCE COMPANY 

STANDARD MARINE INSURANCE COMPANY, LTD. (Fire Department) 
20 Trinity Street, Hartford, Connecticut 

NEW YORK + CHICAGO - SAN FRANCISCO 


A Firm Friend of the American Agency System 
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THE OLDEST INSURANCE 
COMPANY IN THE WORLD 





SS FIFTH AVE., NEW YORK 








Queen of America and the Newark Fir) 
He continued in these posts until Ma 
1939, when the three separately existip 
marine offices of the Royal-Globe |; 
surance Group were consolidated unde 
his executive and underwriting supe 
vision, At that time he was appointe 
to the positions from which he retire 
this week, and subsequently he went , 
the boards of directors and the exec 
tive committees of the domestic com 
panies. is 

Mr. Zeller rarely hesitates to expres? 
his views on rate cutting and _ othe 
practices which he considers harmti® 
to insurers accepting huge marine hip 
and cargo risks throughout the worli? 
He has been both a forceful writer ¢ 
speaker and last November, when ad 4 
dressing the annual meeting of thé 2 
American Institute of Marine Under} 
writers, strongly defended liberty cf 
action granted American marine insur} 
ance to meet foreign competition. H 
then urged his listeners “to demonstrat 
to our national government with clarity] 
and emphasis” that the vitality ani 
flexibility of the competitive position | 
American marine insurance “effectivel 
serves American foreign trade.” Hb 
added that “the ultimate capacity of the 
market has not been reached. . 

Mr. Zeller feels that “the exhaustive 
investigation by the Federal Trade Comp 
mission” during the years 1950 to 195 
is “proof positive” of the merits of the? 
American marine insurance market. Th 
international character of the busines} 
and the impracticability of subjecting 
to any system of rating has been recog} 
nized by the individual states. 

“Furthermore, our optimism 























ble 
ee 
more fully justified if the industry as «7 


whole has the wisdom to preserve the 


will 






traditional worldwide position of oceai 
marine insurance as a separate and dis? 

tinct part of the international insurance 
world rather than as a department lized 
operation in a domestic context.” Ff 
Mr. Zeller said that his “principa 
concern is with the future of the mark 
as a whole but I am firmly oni 
& 







that the future success of the individu 
components of the market will be 
direct ratio to their wisdom in preserv-} 
ing and in some cases restoring all that) 
is best in the pattern and the tr aditions § 
of the past.” He emphasized the neet 
for “meticulous attention to under: 
writing, with the underwriting mind 
always in control of production.” 





Curwen Career 


Mr. Curwen began his marine insur: | 
ance career with the Thames & Mersey} a 
Marine at its head office in Liverpool! 
in 1916. In 1925 he was transferred t' 
the United States branch office, serving f 
in various capacities until consolidé ition | 
of the group’s marine interests in 193%, 
at which time he was assigned to under- 
writing of both hull and cargo business 
In 1945 he was appointed assistant maf 
rine manager and in 1950 was further 
advanced to the post of deputy under- 
writer and given added responsibilities 
as deputy marine manager in 1957. 

Mr. Curwen has served as chairman 
of the board of managers of the Tug 
boat Underwriting Syndicate as well a 
chairman of the Coastwise, Great Lakes Ff 
and Inland Hull Association ; also as 
a member of the Board of Underwriter® 
of New York and of the American In- 
stitute of Marine Underwriters as well 
as a member of important committees 
dealing with various aspects of marine 
market problems. 
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Washington Editor Warns of Further 
Senate Charges Against Insurance 


nection with misclassification of automo- 
bile collision insurance by finance com- 
pany insurance subsidiaries. 


Deep concern that the insurance in- 
dustry and many state Insurance Com- 
missioners are viewing with too much 
complacency moves by the Federal gov- 
ernment to investigate various aspects 
of the business was expressed this week 
by Al Goldsmith, editor, Washington 
Insurance Newsletter, and Washington 
correspondent for The Eastern Under- 
writer. Speaking before the annual 
meeting of the Consumer Credit Insur- 
ance Association at Las Vegas, Nev., he 
forsees insurance heading toward some 
degree of Federal regulation, without 
as yet the industry or Commissioners 
“taking a positive, constructive approach 
to ameliorate this rapidly growing 
threat.” 

Mr. Goldsmith does not concur in any 
belief that the stroke suffered by Sen. 
Joseph C. O’Mahoney of Wyoming, 
chairman of the subcommittee investi- 
gating insurance, will necessarily end 
the probe. Many people are inclined to 
feel that Sen. O’Mahoney has been the 
moving spirit of the insurance investiga- 
tion and that other Senators are not 
willing to take over leadership. Mr. 
Goldsmith said this week that: 

Subcommittee Staff Not Relaxing 
“Obviously, this unexpected turn of 
events will postpone for some time—and 
perhaps indefinitely—the continuation of 
the current hearings by the Senate 
Judiciary Antitrust subcommittee under 
Sen. O’Mahoney into the effectiveness 
of the McCarran Act, and more imme- 
diately, into rating laws and practices. 
But the subcommittee staff is not re- 
laxing; it is going ahead with its re- 
search and, according to reliable reports, 
any speculation that the investigation 
has run its course is nothing more than 
wishful thinking. 

“And it must be emphasized that, if 
the McCarran Act should be amended 
because of practices which have been 
engaged in by only a few facets of the 
industry, such amendments would oper- 
ate across the board and all branches of 
the industry would suffer the conse- 
quences,’ 

Attack on Credit Life Insurance 
Two forthcoming reports by Senators 
were referred to by Mr. Goldsmith. He 
said that Sen. William Langer, North 
Dakota, has prepared a report, to be 
released soon, on the present status of 
credit life insurance business. 

“Not only is there an absence of com- 
petitive market available to the bor- 
rower, an absence of free choice for 
the borrower, and price-fixing of exces- 
sive credit insurance premiums, the re- 
port will state, but the National Associa- 
tion of Insurance Commissioners’ model 
bill fails to accomplish its objectives and 
gives only lip service to the doctrine of 
anti-coercion,” Mr. Goldsmith said. 

‘Perhaps it is fortunate for the credit 
insurance business that the elderly North 
Dakotan has been able to carry on this 
investigation only sporadically. Were this 
not the case, chances are that the probe 
would have progressed harder and faster, 
with possible dire consequences. 

“It would seem only wise for the credit 
companies to take advantage of this 
(ortuitous opportunity, while there is still 
ime, 

Auto Insurance Rate Abuses 

“Another report, highly damaging to 
the insurance business as a whole, and 
especially critical of credit insurance 
Operations, also is in the immediate 
offing. This will be one on an investiga- 
tion which may have been almost for- 
§otten—the probe by the Senate Com- 
Merce subcommittee on automobile mar- 
eting into charges of abuses in con- 


“This investigation got under way 


early in 1957 with hearings that spring 


and again more than a _ year later. 
Nothing has happened since that time, 
and presumably this probe, too, may have 
been crossed off as just another one of 
those things entered into by the Con- 


gress which reaches a dead end with 
no serious after effects. 
“But, like Senator Langer, Sen. A. S. 


Mike Monroney, Oklahoma, the spear- 
head of that investigation, has a long 
memory. His lack of action has been 
due primarily to a preoccupation with 
legislation having a higher priority. 

“The imminence of his report, how- 
ever, illustrates again that quiescence on 
the part of members of Congress should 
not be taken as an indication that they 
either have forgotten the subject or 
have failed to prove the charges on 
which a particular investigation was 
based. 

“The Monroney report, now scheduled 
to be issued in the near future, is as 
damaging to the credit insurance busi- 
ness as could be imagined, particularly 
with respect to its implications that 
neither the state insurance authorities 
nor the companies directly involved have 
taken positive action to rectify the 
alleged abuses which precipitated the 
hearings. 

Allege Overcharge Not Fully 

“The report will conclude 
four largest finance company insurance 
subsidiaries have not made a_ whole- 
hearted effort to refund to automobile 
buyers the overcharges due to misclassi- 
fication into Class 2 rather than Class 1, 
and that the efforts of state insurance 
commissioners to require these refunds 
has been largely ineffectual—that at 
least half of the $25 million to $40 million 
in overcharges which the National Better 
Business Bureau alleged were made, have 


Refunded 
that the 


not been returned,’ Mr. Goldsmith 
stated. 

“Federal legislation should be con- 
sidered, the report will recommend. 


These possible approaches are expected 


to be recommended by the Monroney 
report: 

“1. Mandatory divorcement of insur- 
ance company subsidiaries from their 
automobile finance company parents. 

“2. Possible amendment of the Mc- 
Carran Act, based on an evaluation of 
whether state insurance departments 
have been capable of regulating this 
phase of the industry within the scope of 
the act. Although it reportedly will point 
out that these particular abuses should 
not of themselves be made an indict- 
ment of the overall concept of state 
regulation of insurance, the report will 
reflect skepticism of this basic concept 
on the grounds that the states have 
shown an inability to effectively prevent 
abuses by interstate companies in this 
one small area. 

Legislation to Bolster Commissioners 

“3. Legislation which would bolster the 
power of the NAIC to act in a truly 
national capacity to crack down on such 
abuses—possibly through the medium of 
authorizing compacts between the states 
to delegate needed authority to the 
NAIC. 

“4. Legislation to extend jurisdiction to 
the FTC to require all finance and insur- 
ance charges to be separately stated in 
automobile sales contracts. This require- 
ment is implied in the FTC’s so-called 
auto-pack trade practice rules. But the 
report doubtless will point out it has 
never been activated because of claims 
by the finance and insurance companies 
that FTC jurisdiction in this field is not 
applicable to the retailing of automobiles. 

“The question being raised in Con- 
gressional circles with respect to this 
particular investigation is why this 
set of abuses has not been cleaned up 
fully through action by the states to 
force refunds which the hearings, in the 
opinion of the subcommittee, clearly 
showed to be warranted. The report 
itself will be highly critical of the failure 
of most Insurance Commissioners to 
match the successful efforts put forth 
by a few states, and of the few credit 
insurance companies involved, as well as 
their parent finance companies, to take it 
upon themselves to do the job which the 
testimony indicated should be done. 

“This single aspect of Federal inter- 
vention seems to be a striking example 
of a complacency or lack of know-how 


being exhibited in relations with the 
Federal government, not only by the 
credit insurance companies, but by the 


bulk of the insurance industry. 

“In view of the grace -period that has 
been allowed by the delay of this sub- 
committee in reporting upon its findings, 
it seems almost inconceivable that the 
charges on which the investigation was 
based have not been dissipated to a 
point where a report such as that in 
the works would carry very little weight.” 
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Manager Chubb & Son 
Automobile Department 





G. G. P. KNAPP 


Chubb & Son of New York has named 
G. G. P. Knapp as manager of its auto- 
mobile department. Mr. Knapp has been 
associated with Chubb & Son since 1947 
and in the automobile department since 
1950. For the past two years he has 
been assistant manager. From 1948 to 
1950 he was on business development 
staff of the midtown office. 

Mr. Knapp was also a member of the 
faculty of Insurance Society of New 
by School of Insurance from 1949- 
954. 


Linton Promoted By 
National at Kansas City 


Russell K. Linton has been appointed 
manager of the fire, marine, and multiple 
peril division of the Continental- National 
Group’s operations at Kansas City, Mo 
He succeeds John F. Pickles who is 
being transferred to the National Fire’s 
home office at Hartford, where he will 
assume increased production and admin- 
istration responsibilities. 

A native of Connecticut, Mr. Linton 
had banking, real estate, and _ local 
agency experience before going with the 
National of Hartford Companies in De- 
cember, 1954, as special agent in Okla- 
homa. In 1957 Mr. Linton was promoted 
to state agent of Oklahoma. 


Newton Inland Special 


Appointment of Leslie L. Newton, Jr., 
as inland marine special agent for the 
Hartford Fire at Manchester, N. H., is 
announced. He succeeds R. B. Dalton 
who resigned to enter the agency field. 

Mr. Newton joined the company s 
home office staff in January, 1949. After 
nearly four years’ service with the Air 
Force during the Korean conflict, Mr. 
Newton rejoined Hartford Fire in 1955 
He thas been with the inland marine 
department at Hartford for three years. 
Mr. Newton has attended ithe Hartford 
Training Center. 





New Officers in Iowa Co. 


Des Moines, Ia. — New officers for 
Automobile Underwriters, the managing 
company for State Automobile & Cas- 
ualty Underwriters, were announced as 
follows: 

R. C. Waterman, president; D. D. 
Waterman, vice president; J. C. Milner 
secretary; and V. R. Waters, treasurer. 

Officers who have resigned include D. 
L. Cleveland, J. P. Cleveland, W. E. 
McKee and L. L. Inhofe. 

The automobile insurance writing com- 
pany operates in most states west of 
the Mississippi and in Illinois and Wis- 
consin. 
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Prem, Discount Matter 
Put Before N. Y. Dept. 


GR. N.Y. BROKERS ASSN. ACTS 


Charges Nat’l Bureau’s Proposed Down- 
ward Revision in Production Cost 
Effort to Cut Comm. in Concert 


Opposition from n producer associations 
in New York to a proposed downward 
revision of the factor 
applicable to the premium discount plan, 
intensified, with the announcement on 
Monday, June 29, that the New York 
Insurance Department been asked 
to intercede, 

The Greater New 
Brokers’ Association, it is learned, took 
this unusual step in an effort to put the 
case of the producers on record even be- 
fore the National Bureau of Casualty 
Underwriters made its filing for changes 
in the rates of automobile and general 


production cost 


has 


York 


Insurance 


liability lines eligible for premium dis- 
count graduation. 

This latest move by the National 
Bureau, the Greater New York Asso- 


ciation points out, is in line with previ- 
ous country-wide revisions in automobile 
rates which used a reduced production 
cost factor. Similar action has been 
taken countrywide by the NAUA. 
Furthermore, “widespread producer dis- 
satisfaction with the production cost de- 
creases because of the apparent direct 
relationships with reduced commissions, 
brought about the California agents’ anti- 
trust suit.” 


Greater New York Association’s board 


chairman, Mortimer L. Nathanson, says 
that the impetus to place the premium 
discount production factor case before 
New York’s Superintendent Thomas 
Thacher, was because the Bureau indi- 
cated in a letter dated June 18, that it 
would take initial steps to file its plan 
with slight modifications adopted after 
the conference with eight producers’ 
groups on June 3. This was taken to 


mean that the Bureau had closed its dis- 
cussions with the producers. 


Danahy Sees “In Concert” Attempt 


Charging that the proposed filing by 
the Bureau represents an attempt on its 
part and that of its member companies 
to reduce commissions, in concert, C. 
Joseph Danahy, counsel to the Greater 
New York Brokers, likens it to the 
August 8, 1958 revisions in physical dam- 
age rates based, in part, on a reduced 
production cost factor. On behalf of his 
association, Mr. Danahy ‘has also placed 
the matter of the NAUA filing of August 
8 before the Insurance Department and 
has asked for a ruling on alleged con- 
cert of action in the reduction of com- 
missions. 

Setting forth his arguments, Mr. Dan- 
ahy has forewarded to the Superintend- 
ent copies of memoranda he filed with 
the Bureau in which he asserted that the 
contemplated use of a reduced produc- 
tion factor to support revise d rates for 
premium discount risks, is “inequitable, 
unjust, illegal and in violation of the 
rights of aoe lene and that the method 
and technique adopted by the bureaus is 
in violation of the public policy of New 
York State.” 

Mr. Danahy, in his memoranda, re- 
jected the Bureau’s contention that in 
setting the proposed production cost 
factor it was not interested in com- 
mission or brokerage. He cited the ex- 
ample of the 1957 conference on automo- 
bile rates where the Bureau first set 
the trend on production cost revisions. 
He said that after the new filings were 
made “member companies immediately 
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Auto Commissions Case 
Resumed by Calif. Agents 
The California insurance agents have 
filed an amended complaint in Federal 


Court in their antitrust suit against 
seven insurers in that state who allegedly 
acted in concert in reducing commis- 
i The amended complaint asks triple 
damages of $7,845,000 and_ includes 
charges of “boycott coercion or intimi- 
dation.” The claim for dami uges and 
charges were not included in the original 
complaint filed last December. The 
charges were added in conformance with 
Judge Wollenberg’s decision that with- 
out such allegations the suit could not 
be heard in the Federal Court in view 
of the exemptions granted under the 
McCarran Act. 

In this previous decision the Federal 
judge had held in substance that commis- 
sions in California were the subject of 
state heer ition and that if coercive acts 
were not alleged in the complaint, the 
matter would be hearable in the state 
court instead of the Federal court. The 
attorney for the agents before filing the 
complaint had appeared before Judge 
Wollenberg and asked for reconsidera- 
tion of the previous decision of dismissal. 
He said that the agents were not looking 
for monetary damages but were inter- 
ested primarily in clarification of their 
position as independent operators, con- 
tending that commissions are a matter 
of private contract and that the principle 
of private negotiation of commission 
should be determined. 


sions. 
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European Tour for Four 


Executives of Nationwide 


Four Nationwide Insurance executives 
will leave July 9 for a month’s tour of 
Europe to study the methods and opera- 
tional procedures of “merit-rated” auto 
insurance as practised by leading Euro- 
pean insurance companies. 

Making the tour are Dean W. Jeffers, 
vice president-sales; G. Chicottt, vice 
president and manager of Nationwide 


General; R. J. Koenig, manager of Na- 
tionwide’s New England region; and 
Harold Jackson, manager of North- 


eastern Obie region. 

The group will visit England, France, 
Denmark, Sweden, Finland, Austria, 
Switzerland, and—as a sidelight trip— 


the USSR. In Russia they will attend 
the American National Exhibition at 
Moscow, July 25, when Vice President 


Richard Nixon will deliver the opening 
address. 





SURETYSHIP CLASSES START 

Registration closes July 6 for the In- 
surance Society’s summer session in 
Basic Principles of Insurance and 
Suretyship course, ‘Classes will be held 
Tuesdays and Thursdays from 5:15 to 


7:15 p.m. for eight weeks, starting July 
7 








SERVICE 
IS OUR NAME! 


Public Service has shown a very steady and 


significant growth over the years. 

This has been built in large measure on 
what our name signifies — Service. 
Shouldn’t you consider our service? 


20% DEVIATION — General Liability All Forms 
15% DEVIATION — Fire and Allied Lines 


10% DEVIATION — Auto Liability, other than 
private passenger vehicles 


DIVIDEND PAYING —Workmen’s Compensation 


® our deviation arrangement and liberal commis- e 
sion make Public Service insurance easier to sell. 














MUTUAL 


HOME OFFICE 
10 COLUMBUS CIRCLE 
NEW YORK 19,N. Y. 





Deviations and Dividends shown for New York State;... 


ible Semite 
INSURANCE COMPANY 


35 years of public service 


W. E. DANDRIDGE, Agency Supt. 


THOMAS H. RIGGINS, Manager 
1103 So. Miami Ave., Miami, Florida 


W. C. VAN VECHTEN, Manager 
10 Gibbs St., Rochester 4, N. Y. 


Special Agent, WILLIAM D. WILLIAMS 


for other states, write New York office. 


Russell I. Brown Named 
Safety Institute Hea 


New IIHS President Has Made Ou 
standing Record as Commissioner of 
lowa’s Dept. of Public Safety 


compaigners against the traffic accident™ 
Insurance Institute 


will head the new 
for Highway Safety as its first president | 
He is Russell I. Brown, 


of Ilowa’s Department of Public Safety) 





RUSSELL I. BROWN 


one of the largest in the United Staten 
His appointment to this post was an- 
nounced by Guy E, Mann, chairman of 
the Institute who is senior vice presi- 
dent of Aetna Casualty & Surety, at a 
Chicago news conference on Wednesday, 
July 1 

Mr. Brown will take office August 1 at 
the Institute’s headquarters to be located 


at 1710 H. Street, N.W., Washington, 
DC, 
Iowa Governer Herschel C. Loveless, 


who attended the news conference, 
scribed Mr. Brown as a ) 
of administrator who knows what he 1s 
doing | and believes in it with all his 
heart.” In turn, Mr. Mann said: 
record in Iowa, where he helped to bring 
about the greatest reduction in 
deaths in the state’s history, demon- 
strates the kind of leadership he will 
bring into our industry’s nationwide ef- 
fort to cut the traffic toll.” 


Brown’s Career 


A career safety professional, Russell 
3rown was graduated from Iowa State 
Teachers College where he studied safety 
education and science, He also holds 
a master’s degree in safety from New 
York University. Before joining the 
Iowa department of public safety im 
1955 as director of safety education 4 
served in that capacity in the Creston, 
school system and on the National Safety 
Council’s staff in Chicago. 

Governor Loveless appointed Mr. 
Brown acting commissioner of public 
safety in 1957. He was the youngest 
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| The quality of IAC’s program at its 
Hnnual meeting last week in Williams- 
urg, Va. was reflected in the addresses 
¢ such well known guest speakers as 
Edward N. Mayer, Jr., vice president of 
{cCann-Erickson, Inc., large New York 
dvertising agency; Pete Hoke, publisher 
f “The Reporter of Direct Mail Adver- 
ising’; Lloyd E. Partain, manager of 
SUST j/trade and industry relations of Curtis 
PPublishing Co.; Robert McCormick, na- 
jonally known news commentator ot 
Jational Broadcasting Co. at Washing- 
on, D, C., and Lieutenant Governor A. 
E. S. Stephens of the State of Virginia. 
© Also reflecting quality was the keynote 
address by Archie Slawsby of Nashua, 
N. H,, president of National Association 
f Insurance Agents. His two-fold pur- 
pose was to build prestige for the NAIA 
Tand its big “I” advertising campaign and 
o tell about his own agency’s modus 
Soperanti. Speaking of its plans for per- 
petuation, for example, he explained that 
Peach man in the Slawsby Agency has an 
agreement which insures a spot for this 
son if he should desire to make his 
career in the insurance agency business. 


Partain on Consumer Attitudes 


Consumer attitudes toward insurance 
were treated by Mr. Partain in his ad- 
P dress, “Insurance Advertising — Impor- 
tant Reading Matter.” He said that the 
\masses of prospects (for insurance do not 
Ibecome policyholders by chance _ or 
‘through their own unstimulated volition. 
"“They become insurance buyers after 
"they are convinced of the virtues and 
‘yalues of insurance. And the decision to 
buy is influenced in great me sure by 
personal selling and the reputation of 
the salesman. Moreover, company repu- 
tation—consumer knowledge about a 
company—is a most significant asset in 
making a sale.” 

Mr. Partain dealt with five consumer 
attitudes and actions, pointing out in so 


"doing that these attitudes can be 
strengthened by effective, frequent and 
continuous advertising “which vitally 


influences the business climate of the 
insurance industry and various aspects 
of its whether competitive, philosophical 
or purely economic.” 

Under the heading of “Purchase or 
© Failure to Purchase Insurance” the 


States. | 
as an 
nan of 


presi- ] | 
;, at age Speaker said: “If the consumer’s atti- 
tude toward fire and casualty insurance 


resday, © 

'is measured by sheer purchases, in 
numbers as well as dollars, his opinion 
/ about this type of insurance is very 
) high and seems to be increasing. 5 
/ lt is the better-than-average families 
' which compose your better insurance 
market and from these families come the 
| most profitable customers.” Mr. Partain 
recommended that constant attention be 
is | given to amounts of protection carried 
| by present policyholders as SEP re- 
bring © Search studies reveal serious inadequa- 


st Lat} 
ocated 
ngton, 


trafic |) cies of coverage based on today’s costs 
emon- | and dollar values. 
» will i. . oe 
1 ye Legislative Decisions 
om 
| The speaker then pointed to the legis- 
lative decisions involving insurance, say- 
ing that “attitude of consumers toward 
ussell | MSurance as it is reflected in legislative 
State |) decisions is of vital importance to you.” 


safety | He declared that the amount of regula- 








holds F ton retained by government can be 
New fF) ©ontrolled only through a well-informed 
r the § Public opinion. “Here again, advertising 
ty in (along with satisfied customers) if force- 
on he & fully and effectively used, can go a long 
yn, Ia. & Way toward a better climate in which to 
safety ® business,” Mr. Partain asserted. 
: S to changes in social structure 
Mr. f brought about by the consumer's desire 
public (or greater security, he pointed out that 
ingest in the midst of unprecedented prosperity, 






Some people are fearful, others are per- 








By Wattace L. Crapp 


plexed. In the economic arena are un- 
precedented taxes and debt, creeping in- 
flation and unmatched spending. Yet 
real purchasing power and personal sav- 
ings were never higher. 

“A point to remember,” said Mr. Par- 
tain, “is that in our free, competitive 
and dynamic economy, despite across- 
the-board increases in income, half the 
families will, in all probability, receive 
more than two-thirds of the spendable 
income. They will be those who will be 
most desirous of protecting their security 
and social position. They will be your 
most profitable customers. Moreover, 
they, in the kind of life they live, will 
set the goals for the rest. They are the 
‘Influentials’ upon whom your advertis- 
ing message will have its greatest value 
and most extensive effect, community 
by community, across the nation. Con- 
sumer decisions as to how they will look 
to you and the other privately owned and 
operated insurance companies for ade- 
quate protection against all the ordinary 
and extraordinary hazards of living is a 
real challenge to those responsible for 
insurance advertising.” 

Another area in which consumer opin- 
ions are important to the insurance in- 
dustry is in jury decisions. Pointing to 
high awards being made these days. Mr. 
Partain said some are justifiable but 
many are not. He felt that lavish judg- 
ments are often awarded because juries, 
made up of consumers and actual policy- 
holders themselves, are confused. “They 
seem to feel that insurance companies 
are vague, unreal, soulless institutions 
worth billions of dollars; that judgments 
against them hurt nobody. They forget 
that many insurance companies merely 
hold policyholder funds and that un- 
conscionable damages only contribute to 
high and increased premium rates, while 
the companies are making every effort to 
keep their rates within reasonable 
bounds. This is a clear case of consumer 
lack of information. What are you doing 
to correct this situation through proper 
education of the consumer ?” 


Responding to Consumer Needs 


As a final point the speaker pointed to 
the insurance industry’s real awareness 
of consumer needs and desires which is 
reflected in the new types of coverage 
now available. He noted in particular 
the trend toward package policies. He 
commended casualty companies for the 
millions of dollars spent in keeping the 
rates low for industrial plants and in 
keeping people in them alive and whole. 
In Mr. Partain’s opinion “insurance not 
only protects the consumer against the 
normal hazards of our speeding and 
complex modern life, but also plays a 
major part in making that life livable.” 

However, because the consumer does 
not value contributions to his well-being 
and happiness of which ‘the is unaware, 
the speaker said that insurance com- 
panies, as quasi-public trusts, have the 
responsibility of more thoroughly inform- 
ing the consumer about insurance and 
the important part it plays in their lives. 
“A few companies cannot do the job 
alone,” the said. 

“With each company doing its individual 
part, you could influence the situation 
greatly through education, promotion and 
advertising. Companies in other indus- 
tries are increasingly using advertising 
both to widen the markets for their 
products and to establish favorable 
images of their companies and industries 
in the public mind, I think that insur- 
ance, which has so fundamental an inter- 
est in maintaining public trust and con- 
fidence, must broaden its influence and 
expand its efforts to educate the con- 
sumer. The great power of advertising 
that the consumer reads and trusts can 
help insure an industry against public 
misunderstanding.” 


Mayer on Future of Advertising 


Edward N. Mayer, Jr., MiccCann-Erick- 
son’s vice president, expressing his opti- 
mism in the future, predicted in his 
address that “as long as our society 
continues to be dynamic, the wants of 
our people will also be dynamic. They 
will continue to expand and to grow, 
and the value of advertising will grow 
right along with these expanding wants.” 

He admitted that the country is faced 
today with an acute distribution problem 
which, luckily, “is almost non-existent 
in the insurance business because of the 
nature of your product.” He said this 
problem is being tackled with new in- 
novaltions in marketing procedures, such 
as the supermarket, self service, ‘auto- 
matic vending, vertical stocking, simpli- 
fied mail-order selling and the shopping 
center which he called “a new and 
highly significant marketing phenom- 
enon,” 

Mr. Maver then said that efforts to 
solve the distribution crisis may go much 
farther than these current trends por- 
tend. “In the electronic decade to come,” 
he declared, “we may even see the in- 


IAC Winning Agents 


(Continued from Page 23) 





such as the comprehensive dwelling 
form, rather than an individual policy 
such as the homeowners. Enthusiastic 
over the NAIA’s big “I” advertising pro- 
gram, the said: “It is an overwhelming 
success in our area.” 

Mulert Hopes for Cooperative Adv. 


“Scotty” Mulert, also impressed by 
NAIA’s program, hoped that as the cam- 
paign matures and agents individually do 
more tie-in advertising on their own, the 
companies may be willing to join with 
NAIA ‘n a cooperative program featur- 
ing the independent insurance agent. 

“It’s a two way street,” he emphasized, 
“in which insurance agents should pay 
their own way on advertising costs.” 

While his agency is primarily a stock 
company office, Mr. Mulert admitted that 
“we also represent an agency mutual 
and non-bureau companies.” He argued: 
“We are professional insurance buyers 
and as such we feel we should place our 
business with companies which best 
fit our clients’ needs.” 

He considers radio, billboard and news- 
paper advertising as the best media for 
local agents. Rather than the mass mar- 
ket, Mr. Mulert develops a_ selective, 
quality clientele. 

As chairman of the big “I” campaign 
in Pittsburgh, Mr. Mulert said his cur- 
rent objective is to put NAIA’s campaign 
across first to agents in the area and 
then to the public. 

Mr. Roberts then told about a joint 
radio program in his area, saying that 
he and two other agents bought some 
radio warm-up time in connection with 
big league games which had produced 
good community coverage at reasonable 
cost. 


Proud to Identify Companies 


Both he and Mr. Vincent said that in 
their advertising they identify their 
agencies with companies represented. It 
would be foolish not to do so, they stated. 
However, Mr. Vincent said he did not 
think that “our companies are in a posi- 
tion to compete with the direct writers 
on advertising.” He cited huge sums of 
money spent by two of the largest which 
make their national magazine programs 
part of their production cost. 

Mr. Mulert’s view of direct writer 
competition was to fight them with their 
own weapons, not with kid gloves. While 
he prefers to maintain the independent 
position of his agency and to feature its 
facilities in all advertising, Mr. Mulert 
said that he would never thide the names 
of companies he represents. 

The fourth IAC oscar winner, Tom 
Barlett of North Baltimore, Ohio, a two- 
time award winner, coull not come to 
Williamsburg. He was hospitalized on 
June 12. He wired his keen regrets and 
IAC’s officers in turn sent him a “get 
well quick” telegram. 





IAC MIDYEAR MEETING IN NOV. 

It was announced at IAC’s annual 
meeting in Williamsburg, Va. last week 
that the midyear meeting has been set 
for November 18-19 at Hotel Statler, 
New York. The 1960 convention site has 
not yet been selected. 





troduction—if only on a small scale— 
of buying and selling by telephone TV 

an innovation already in the ex- 
perimental stages which could eventu- 
ally revolutionize our entire distribution 
and marketing tecliniques.” 

He was confident that in the American 
market in the coming decade “we will 
continue to have a strong and growing 
consumer demand ...a demand _ that 
advertising will help to meet and sat- 
isfy.” 

How Insurance Advertising 
Has Developed 

In giving his impressions of how the 
role of advertising has developed within 
the insurance industry Mr. Mayer said: 

“In the beginning you did relatively 
little advertising of any kind. You had a 
limited variety in product and so you 
relied almost exclusively on word of 
mouth and personal contact to sell your 
policies. 

“Then with progress and the develop- 
ment of a larger variety of insurance 
classifications you started using tradi- 
tional advertising techniques. Usually, 
however, your campaigns—at least your 
national advertising programs—were de- 
signed to sell your corporate image 
rather than a specific product or type 
of policy. 

“Now, however, this old-fashioned 
kind of. advertising is not enough be- 
cause whether you have analyzed it or 
not you suffer like other industries from 
communication loss. You, too, therefore, 
will be called upon to use the varied 
tools of complete marketing communica- 
tions. However, I think you are already 
leagues ahead of many other industries 
in your approach to and concept of the 
role advertising and the adventising man 
must play in the future.” 

As to what he meant by “complete 
marketing communications as it will af- 
fect people in the advertising profes- 
sion,” Mr. Mayer said: “I mean simply 
that in today’s and tomorrow’s market- 
place, the creation of a product or serv- 
ice and the offering of that product or 
service ithrough advertising will no 
longer do the selling job. 

“The relationship between consumer 
wants, products and public opinion on 
the one ‘hand and distribution 
channels salesmen, agents, vending 
machines and so forth . on the other 
is a complex one. 

“Marketing communications is just a 
fancy name given to the job of doing 
the whole job of selling... of seeing 
that the complete selling message gets 
through intact. 

“Tomorrow’s advertising agency and 


advertising men...as_ today’s. 

must work with their clients all the 
way... helping ali the way in the 
whole job of selling... in the whole 


job of communicating the selling story.’ 

In closing Mr. Mayer predicted:: “T 
think the coming decade will be booming 
one. one in which we will have 
greater quantities of goods to sell than 
ever before. One which will offer the 
advertising profession its greatest chal- 
lenge. We will have to recognize that 
our job now is bigger than it ever was 
in the past. Advertising per se is only 
a small part of the communications job 
we must do. 

“We will have to work in every level 
of communications and in every aspect 
of marketing—to help sell our products 
successfully. We will have to work in 
every level of communications to avoid 
costly and unnecessary communication 
loss. 

“The specialty we will offer to the 
business world of tomorrow is our in- 
volvement in every aspect of the com- 
plex job of selling and of selling com- 
munications.” 


Pete Hoke on Direct Mail’s Value 

Ins talk which was as informative as 

it was inspiraltional Pete Hoke, pub- 
(Continued on Page 33) 
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New Jersey Automobile 
Rates Revised July 1 


FOR LIAB. MATERIAL DAMAGE 





Liability for Private Passenger Cars Up 
9.9% Average; Reductions in 
Some Areas 





Revised automobile insurance rates, in- 
cluding some reductions, were announced 
for New Jersey effective July 1. The 
National Bureau of Casualty Under- 
writers issued revised rates for auto- 
mobile liability and the National Auto- 
mobile Underwriters Association for 
auto material dé umage insurance. 

The rate revisions are based on a re- 
view of the latest available experience 
for the state of New Jersey, coupled 
with a change in the rating formula 
which results in allocating a larger share 
of the premium dollar to the payment ot 
claims. 

“The private passenger automobile lia- 
bility rate changes vary according to car 
classification and _ territory, NBCU 
points out. “These revisions result in an 
average statewide increase of 9.9%. How- 
ever, there are rate reductions in terri- 
tories where there has been improve- 
ment in the driving record of motorists: 
Thus for many motorists in the Trenton, 
Trenton Suburban and Salem territories, 
in Hunterdon, Sussex and Warren Coun- 
ties, and also in portions of Burlington, 
Camden, Gloucester and Monmouth 
are is 

The National Bureau also announced 
an average statewide liability rate in- 
crease of 12.3% for commercial cars 
and 18.9% for garage risks buying the 
broad coverage. These increases are 
needed because of the increasingly ad- 
verse experience for these lines of cov- 
erage. 


Material Damage Rate Revision 


“Full coverage comprehensive premi- 
ums for popular priced new private pas- 
senger automobiles are reduced $2 in 
Elizabeth and Northern Bergen County 
territories, remain unchanged in South- 
ern Bergen County and are increased 
$2 in the balance of the state,” the Na- 
tional Automobile Underwriters Associa- 
tion said. 

“Insureds may secure substantial com- 
prehensive premium reductions by pur- 
Shae comprehensive insurance on a 
$50 deductible basis. Thé deductible does 
not apply and full coverage is afforded 
on fire losses or theft losses when the 
entire automobile is taken. 

“Private passenger automobile collision 
premiums for $50 deductible remain un- 
changed in Bergen County territories, 
are increased approximately 14% in 
Perth Amboy territory and 10% in Hud- 
son, Newark and Paterson-Passaic terri- 
In the balance of the state, these 


tories. 
premiums are increased approximately 
4%. 


“The $100 deductible collision premi- 
ums for private passenger automobiles 
are increased approximately 12% in 
Perth Amboy territory, 8% in Hudson 
and Newark territories and 4% in the 
Paterson-Passaic territory and remain 
unchanged in the balance of the state. 

“Fire, theft and comprehensive rates 
on commercial automobiles operating 
within a 50-mile radius are increased 
approximately 12% and are reduced ap- 
proximately 15% on vehicles operating 
beyond a 50-mile radius. Collision pre- 
miums on the same type of vehicles 
operating beyond a 50-mile radius are 
reduced 10% 


GIMBER’S S. & L. LEAGUE TALK 
Milton J. Gimber, assistant manager in 
Fidelity & Deposit’s Newark, N. J. 


office, was one of the spez ikers at the 
recent 50th annual convention of the 
New Jersey Savings and Loan League 


at Atlantic City. He spoke before 600 
of the delegates on the subject “Security 
Measures to protect the Savings and 
Loan Association’s Monies and Securities 
Against Loss Due to Holdup and 
Burglary.” Following his talk he an- 
swered questions from the floor. 


N. Y. AUTO RATE INCREASES 





Nationwide Mutual Gets Approval on 
16.1% Average Rise and Allstate In- 
creases by 18.7%, Both for Private Cars 

Approval has been granted to Nation- 
wide Mutual to increase its private pass- 
enger car rates in New York by an 
average of 16.1%, effective July 15. The 
company has also been allowed increases 
in comprehensive, collision and medical 
payments coverages. The company esti- 
mates that the increase will add $2.5 


million in premium to its New York 
operation. ; 
At the same time Allstate has in- 


creased its auto liability rates for pri- 
Vv ate passenger cars by an average of 
18.7% with New York Insurance Depart- 
ment approval. This figure will keep its 
premium level about 10.2% under | that 
of “most other insurance companies,’ ’ the 
company says. 





Fla. Insurance Code Ready in 
Early July, Larson Advises 


Insurance Commissioner J. Edwin Lar- 
son of Florida advises: “Since the insur- 
ance laws of 1959 will not be available 
for some time, we are printing our In- 
surance Code, together with the auto 
warranty law, mortgage guaranty law 
and the bail bond law, into a bound vol- 
ume, The printer has advised us that 
this volume will be off the press not later 
than July 1, 1959. 

“We will, ‘therefore, have ‘available on 
that date, a limited supply of these laws 
for those desiring them, at a price of 
$5.50 each. They will be forwarded to 
interested parties on a ‘first-come first- 
served basis.” 


Traffic Deaths Up for 
Fourth Straight Month 


It was not good news to casualty in- 
surance people when National Safety 
Council recently reported that traffic 
deaths on the nation’s highways jumped 
in April for the fourth straight month. 
This reverses the downward trend re- 
corded in 1957 and 1958. 

According to ‘tthe National Safety 
Council the toll for the first ‘four months 
was 10,680—a gain of 4% ‘from ithe 
10,270 deaths in the same 1958 period. 

The increase in ‘April fatalities was 
1%—2,610 deaths this year against 2,580 
in 1958. 

The Council estimated tha't highway 
accidents brought disabling injuries to 
400,000 persons in the January-April 
period. 

Howard Pyle, Council president said : 
“Two things can bring it down again in 
a hurry—better driving and better en- 
forcement. We'll really need them dur- 
ing the heavy vacation travel this sum- 
mer.” 





Cost Reduction, Control 
Workshop Held by C.&S. Cos. 


Methods of meeting direct writer- 
specialty company competition were dis- 
cussed recently at the eighth Workshop 
on Cost Reduction and Control, held 
here under the auspices of the research 
department of the Association of Cas- 
ualty & Surety Cos. 

Improved company advertising and 
public education, increased use of mar- 
ket surveys to determine the needs and 
desires of insureds, direct billing and 
package selling were generally favored 
as “competitive tools” by those partici- 
pating in the seminar on marketing and 
distribution. It was emphasized that 
new developments in the area of personal 
lines of insurance have created a need 
for new techniques in agency-company 
procedures, 

The seminar program was moderated 
by George W. Tisdale, secretary, Com- 
mercial Union Insurance Group. Guest 
speaker at the luncheon was Morton 
V. V. White, of Patt, White Co., Allen- 
town, Pa. who cited quality services of 
agents as an answer to competitive mar- 
keting systems, 


Standard Accident’s Birth 75 Yrs. Ag 
Stemmed From Capture Of A Prize Fish 


The Standard Accident of Detroit, 
fittingly celebrated its 75th anniversary 
on May 29. 

One of the- leading multiple line com- 
panies in the midwest if not the nation, 
the Standard has showed steady growth 
in both premium volume and financial 
strength since 1884 when 14 prominent 
business and civic leaders of Michigan 
founded the company. 

Events which led to its inception are 
chapter in Standard’s 
Michigan. Here’s 


now a_ unique 
history, and that of 
the story: 


A Classic Fish Story 


In 1883 Clifford F. Lovell and Captain 
J. T. Patton of Detroit were fishing in 
the watters of Upper Lake Huron, Cap- 
tain Patton’s line whipped taut. A big 
one had taken the hook. 

The classic struggle of man against 
fish ensued. When Captain Patton 
finally hauled his prize into the boat 
he saw that he had landed an old 
muskellunge which was a veteran of 
such encounters. Several rusty fish 
hooks, embedded in its mouth, served 
as its reminders. “What that old fellow 
needed was accident insurance” Lovell 
said to Patton. The battle of man and 
fish had come to an end. However, a 
spark of an idea remained to be kindled. 

The idea was crystallized when Cap- 


tain Patton, Dexter M. Ferry, president 
of the Ferry- Morse Seed Co., >. B: 
Grummond, Mayor of Detroit and 11 





IBM Salesmen First Graduates 
Of Ins. Societys New Course 


The 39 students who graduated June 26 
from the Insurance Society of New 
York’s School of Insurance will go out 
into the business world to sell—not life 
or casualty coverage — but IBM elec- 
tronic data processing systems. 

Reason: These men are representa- 
tives from International Business Ma- 
chines Corp.’s data processing division 
to the nation’s insurance companies. 

Their graduation represents some 
“firsts” for both the Insurance Society 
and IBM: The course they took is new, 
a concentrated, month-long study on life, 
fire and casualty protection, the econom- 
ics of insurance, and how insurance com- 
panies operate. The special curriculum 
was developed jointly by Arthur C. 
Goerlich, president of the Insurance So- 
ciety, A. Leslie Leonard, dean of the 
school, and Stephen E. Furth, IBM in- 
surance industry marketing manager. 

While IBM ttrains its salesmen as- 
signed to insurance companies in related 
data processing technology, the com- 
pany has never before made available to 
members of its insurance industry sell- 
ing force such a complete study of the 
how’s and why’s of insurance company 
operations. 

he IBM salesmen are the first em- 
ployes of a manufacturer to take the 
school’s courses, Until now these have 
been open only to insurance company 
personnel. IBM plans to continue the 
program. 

The faculty for the IBM class was 
composed of executives from the coun- 
try’s leading insurance companies, law 
firms, State Insurance Departments, 
brokers and agents. 

Pleased with the results, Mr. Furth 
said this week: “Insurance companies— 
perhaps more than any others—have 
benefited from advances in data proc- 
essing. The continued need to give the 
best possible service to these firms, many 
of which are among IBM’s largest cus- 
tomers, prompts us to send our people 
to the School of Insurance for its unique 
advanced training.” 

A luncheon was given June 26 for the 
IBM salesmen. 





































other prominent Detroit men signed 
articles of incorporation shaping thd 
infant company. 

Insurance during those times was ¢ 
fined primarily to life and fire insurang 
Accident insurance, the coverage to 
written by the company, was new x 
not well regulated. Also, during 4 
time, some practices were followed whi 
lent no credit to the industry. The mi 
who organized the company felt it coy 
do business in a way which would ; 
move such stigma. It was their belie 
that a company dealing with age 
and policyholders honestly and _ fais 
could not fail to succeed. 


How Campany’s Name Was Selec |: 


In considering a name they Sougis 
one which would express these ide, 
The policies were to be broad and 
eral. They were to set a new hig 
standard in the insurance field. So ™ 
was that the name Standard Life & 47° 
cident Insurance Co. was agreed 
unanimously by the founders. 

Over the years since its founding 
company has become known as 
Standard Accident. Today it writ) 
practically all forms of casualty, 
and marine, fidelity and surety cove 
ages. There was actually no effort mai 
to write life insurance as distinguish!) 
from accidental death insurance, | 

In this, its 75th year, the Standaf 
operates in all states of the Unis 
Puerto Rico and Canada. Its 3 
premiums in 1958 were approxim 
$78,000,000 including its affiliate, the 
of Toronto, Canada. Its combined assei d 
exceed $138, 000,000. a 

Today the company has over 2\if 
stockholders and is represented by wa; 
proximately 6,500 independent lo 
agents and brokers. Service  faciliti 
throughout the country are directed \) 
20 branch and 40 service offices stafit” 
by company employes. a 

Home office employes number 664 wil ; 
1,114 direct salaried employes in ti 
company’s branch and service offices” 
a total of 1,778 employes. During : _ 
years of service it has paid almost $50) p 
000,000 to, or on behalf of, its policy 
holders. 

In his message to the stockholder 
L. K. Kirk, Standard’s president s 

As we complete our 75th year | 
operation, we are confident of the futur 
We acknowledge the loyal cooperati™ 
and support of our directors, employ? 
and agents.” * 

At a press reception held in Detroit: yi: 
Mr. Kirk called the automobile insu 
ance industry ‘ ‘the un-sung hero in thay 


is 










nation’s vast automobile empire.” ’ discus: 
Mr. Kirk asserted that automobil) ness a; 
insurance deserves its place in the su buying 
along with the automotive self-starter { and tf 
its influence in popularizing self- += ance | 
pelled vehicles and helping to make tt) 6, Ty 
industry the prime factor in the nation® <ideral 
economy. Furthermore, the story of th? duced 
importance of financing and installme® yp on 
buying is a matter of record, but th® ance 
insurance people have failed to expla) “You 
the fact that the auto industry cotll) Aytom 
not have got off the ground without tl) How” 
protection offered by insurance for th ajc, 
vehicles and their occupants,” tl) the p; 
speaker declared. were | 
He maintained that “the growth of th'? Tenne 
automobile empire and its important eing 
to our economic and social structut Coo 
have, in a major part, been paced amy tual 
shared by the insurance industry.” | of Ind 
He further said that Standard Acciderf, Public 
had been in business nine years a8 tion ¢ 
already was an old hand at writing "Fon Lo 
surance on teams and conveyances befor This 
J. Frank Duryea built the first successfti distrib 
gasoline- engine-propelled motor vehicl | Widesy 
made in America. elease 
Standard Accident’s strong ties wit! | couple 
the automobile industry are underscore+h |ooqj 
Mr. Kirk pointed out, by the fact thf Depar 
Lem Bowen, one of its early presidents ay 
was also a founder of the origil’ DE been , 





Cadillac Motor Car Co. 
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Public Hear Truth 
About Jury Verdicts 


ACTIVE PUBLIC RELATIONS 


° 
> Fis! Southwestern Report Shows Industry 
Spotlighting Auto Rates Through 
Press, T.V. and Speeches 


The Southwestern Public Relations 
'§ Was cofPivision was the first regional P.R. office 
 insurang stablished in 1953, by the Association 
i f Casualty & Surety Cos. First operat- 
uring ‘ ng only in Oklahoma as the Oklahoma 
wed whidnsurance Information Office, the division 
The md§yas subsequently expanded to Texas, 
Jew Mexico, Colorado, Kansas, Arkan- 


elt it co 
as and Missouri. 
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would ; 


heir belie 
th In his recent annual report Lloyd F. 
and almer, director of the division, indi- 


“rated the progress made in public rela- 
“ions work on the problem of excessive 


ey ry awards. He stated that good, sound 
iy ided@ublic relations for the insurance indus- 
A: I ry must be based upon effective local 


Hrograms. He indicated the advantages 
f “nationally coordinated, flexible and 
imely local promotional programs devel- 


_ WFoped and executed at state and com- 
inding ymunity levels...” ; 

me ~~ Following are some of the highly 
it * .Beuccessful activities in the Southwestern 
salt fd area: A_total of 152,600 reprints of 
of — a Readers Digest article “Are the Juries 
Fort Me Giving Away Too Much Money” was 
OFt Mey tistributed to the public through insur- 


ance agents. The insurance buyer re- 
Dceived his copy of the leaflet at the time 
Fhe bought an auto policy or when state- 
“}ments were presented. 

2. “The Hole in Every Man’s Pocket,” 
a speech, was delivered by members of 
the speakers’ bureau 138 times to civic 
and service clubs throughout Oklahoma 
jin the 12 months covered by Mr. 
"}Palmer’s report. As Oklahoma has only 
77 counties, obviously saturation point 
“was approached with this version of the 
‘SP insurance story. 

‘) 3. A series of news releases was dis- 
“tributed to Oklahoma press, and editorial 
.J fact sheets mailed to most newspapers 
“in the state. The result was the publish- 
“Sing of about 100 favorable editorials in 
‘Oklahoma newspapers. 

©» 4. Another leaflet, “Wihen Juries Grant 
We Excessive Awards They Give Away 
» Your Money” was published by the divi- 
sion and dealt solely with the Oklahoma 





kholde§ situation. To date over 100,000 copies 
ent Sa}of this leaflet have been delivered 
1 year through agents. 
he futu 
operati Insurance Agents on TV Shows 
emp! - 5. Carrying this campaign to the air 
waves, a series of five half-hour tele- 
L Detrof vision shows was aired over two Okla- 
le insu homa television stations. The shows 
FO in ie featured panels of local insurance agents 
e. ,| discussing coverages, principles of busi- 
itomobil » hess and factors that affect the insurance 
the sug buying public. Unrealistic jury awards 
‘arter 8 and their drastic effect upon the insur- 
self-pt® ance buyers was stressed. 
nake thf 6. The Southwestern program got con- 
 natlol) siderable mileage out of two leaflets pro- 
‘y of th duced by ACSC. These were “I Checked 
preees up on The Cost of Automobile Insur- 
but he ance. . . . Here’s What I Found” and 
» expt “You Can Help to Bring Down Your 
ry col") Automobile Insurance Rates — Here’s 
hout th) How.” 
for a Also, Mr. Palmer reported that during 
S ‘) the past 12 months speakers’ bureaus 
+h of th ae established in Arkansas, Colorado, 
were ennessee and Kansas City, and are 
ponte, CBS Organized for Texas and St. Louis. 
ae Cooperating with the American Mu- 
o tual Alliance and National Association 
Acti . Independent Insurors, the Southwest 
ars wa -ublic Relations Division of the Associa- 
‘da if, UO conducted a re-education campaign 
¢ belie on Louisiana Safety Responsibility Law. 
coed berger omotional program featured the 
velit! stribution of one million leaflets, the 
Widespread usage of a series of news 
‘es. with Teleases, radio spots and television shorts, 
roca coupled with an intensive program of 
net ta! i speeches given by the Louisana 
csidentse Pe@ttment of Public Safety. 
angi intensive publicity campaign has 





been set for Arkansas to acquaint the 








Promoted by Hartford S. B. 


David S, Chapin, for several years spe- 
cial agent for the Syracuse branch office 
of the Hartford Steam Boiler Inspection 
and Insurance Company, has been ap- 
pointed Supervising Special Agent for 
the company at Philadelphia. 

Born in Connecticut and a graduate 
of Princeton University, Mr. Chapin 
served two years in the Navy before join- 
ing the company in 1948 at its home 
office. He has been a special agent since 
1952, most of the time serving in upper 
New York State. 





automobile insurance buyers of that 
state with the fact that the minimum 
limits under the Arkansas Responsibility 
Law have been increased. 

Members of the Oklahoma Public 
Relations Committee are: Chairman, 
Leslie C. Williams, United States Fidel- 
ity & Guaranty; Raymond Buntin, Hart- 
ford Accident & Indemnity; E. R. 
Ledbetter, Aetna Casualty & Surety; 
W. B. Highleyman, Travelers Insurance 
Co.; Leonard H. Savage, Tri-State In- 
surance Co., and I. Murrey Hughes, the 
Home Insurance Co. 


Texas Board Undecided On 


Commission in Auto Plan 


Rating credits for accident-free drivers 
and penalties for those with accident 
records were proposed by the Texas 
State Insurance Board at a public hear- 
ing in Austin on its auto merit rating 
plan, with some 300 industry representa- 
itives on hand. 

Under the proposed plan a 10% credit 
would apply to bodily injury and prop- 
erty damage for drivers with no acci- 
dents in the last three years and 12% 
on collision coverage. The rate penal- 
ties BI and PD would be 30% for one 
accident, 70% for two accidents and 
110% for three or more. For collision 
the respective penalties would be 27%, 
66% and 105%. 

Also involved in the proposal is a 
reduction of 5% in production costs— 
from 30% to 25% on physical damage 
coverage and from 25% to 20% on lia- 
bility insurance. It was made clear, how- 
ever, that the proposal to reduce pro- 
duction expenses thas not yet been ap- 
proved by the board. 

The board’s plan was outlined by its 
actuary, Angus McDonald, with August 


MASS. BONDING NEW DIRECTOR 

Henry E. Kingman, president of 
Franklin Management Co. of Boston, 
was elected a director of Massachusetts 
3onding & Insurance Co. at the regular 
meeting of its board on June 25. Mr. 
Kingman is also president of Franklin 
Research Corp. of Delaware and chair- 
man, board of trustees, New England 
Fund, 





1 set as a target date for the plan to 
take effect. 

The credit and surcharge recommenda- 
tions were based on statistics which 
showed that 80.2% of insured Texas 
private passenger cars were accident- 
free for the last three years; that 13% 
were involved in one accident, 3% in 
two and 1.8% in three or more accidents. 

On collision coverage the comparable 


figures were 76.2% for accident-free 
drivers, 15.9%, 3.7% and 2.2%, respec- 
tively. 


Industry spokesmen were almost unan- 
imous in endorsing the principle of merit 
rating, although criticizing many techni- 
cal features of the plan under consider- 
ation. They also divided sharply on 
whether such a plan should be optional 
or mandatory. 














You know your client. Prudential’s new, pocket-size “Brokers 
Guide” shows you how best to cover his needs. It provides a 
complete, concise rundown on the full range of Prudential policies 
—what they do, when to recommend them. It’s the sort of instant 
sales-aid Prudential specializes in for your sales success. 

Add to this Prudential’s Brokerage Service—the assistance of 
trained Brokerage specialists who are sure guides to bigger sales. 
You get the full commission. And you can be sure that your 


clients will be well satisfied. 


Write for the Brokers Guide or for further information today. 


THE PRUDENTIAL 


LIFE INSURANCE « ANNUITIES 


instant 
reference 


add Prudentia 


INSURANCE COMPANY OF AMERICA 


SICKNESS AND ACCIDENT PROTECTION 


You'll enjoy “THE TWENTIETH CENTURY,” Sundays, CBS-T} 








"8°20 





NAME 





TO: BROKERAGE SERVICE, 
THE PRUDENTIAL, NEWARK |, N. J. 


(0 Please send me a copy of “Brok- 
ers Guide to Prudential Policies.” 


C1 would like to know more about 
Prudential’s Brokerage Services 
and how they can make insurance 
sales easier for me. 








ADDRESS ____. 


CITY & STATE______ 


GROUP INSURANCE 





GROUP PENSIONS 




















————— | 








Springfield-Monarch 
Gets O’Brien & O’Brien 


LIFE-A. & H. GENERAL AGENT 


50-Year Old N. Y. Agency to Write 
A. & H. Through Springfield F. & M.; 
Life Business Through Monarch Life 
f. Monarch Insurance 
Companies of Springfield, Mass. and 
O’Brien & O’Brien, Inc., 90 John Street, 
New York, announce an agreement under 
which this well known multiple line 
agency becomes general agent for life 


The Springfiel 





RAYMOND D. O’BRTIEN 


and health and accident insurance for 
Springfield-Monarch. 

Raymond D. O’Brien, 
O’Brien & O’Brien, Inc., 
week that fully staffed life and A. & H. 
departments will provide underwriting, 
sales and production assistance to brok- 
ers and agents in the metropolitan New 
York area. These departments are 
headed by George A. Kerrigan and John 
J. McGrath. 

The health and accident, major medical 

xpense, and similar kinds of insurance 
will be written through the Springfield 
Fire & Marine and the various life con- 
tracts will be provided through the Mon- 
arch Life. This is in keeping with the 
program of the Springfield-Monz irch In- 
surance Companies to provide for all the 
insurance needs of the individual and the 
business. 

O’Brien & O’Brien’s entrance into the 
life and H. & A. field complements its 
multiple line facilities in the general in- 
surance field. Coincidentally it comes at 
the same time as its observance of 50 
years of underwriting in the metropolitan 
New York area. 


Careers of O’Brien, Kerrigan, McGrath 


president of 
stated this 


Raymond D. O’Brien, who has been 
president of the agency since 1953, is a 
graduate of Yale University, class of 
1942. He served in World War II in 
the U. S. Army field artillery and ranked 
as a major upon his discharge. His in- 
surance career started in 1946 with 
O’Brien & O’Brien, Inc., which was 
established by his father, the late Ray- 
mond A, O’Brien, in 1909. : 


George A. Kerrigan, graduate of Pace 
College, New York C ity, was a_ field 
man for Home Insurance Co. for four 


years prior to joining O’Brien & O’Brien 
in 1958. He obtained his CPCU designa- 
tion in August, 1949, and is now working 
toward his CLU designation. He has 


Lowman Exec. VP Of 
Combined American 


W. CLEMENT STONE ANNOUNCES 
Succeeds Retiring Wm. Sutherland; 
Wilbert M. Marsh Named Asst. Con- 


troller, Combined of Amer. 


The election of Matt P. Lowman as 
executive vice president of the Combined 
American Insurance Co., Dallas, was an- 
nounced this week by W. Clement Stone, 
president. 

Mr. Lowman succeeds William Suther- 
land, who retired June 30, but who will 
continue on the board of directors and 
as a special consultant. 

Mr. Stone, as president also of the 
Combined of America, with headquarters 
in Chicago, announced the appointment 
of Wilbert M. Marsh as assistant con- 
troller of that company, and Matt Walsh 
as a regional sales manager 

In taking over the exectitive vice 
presidency of Combined American, Mr. 
Lowman is making a switch from Com- 
bined Insurance, where he has been at 
the top executive level for the last 10 





years. 

In 1949, Mr. Lowman was elected sec- 
retary of Combined Insurance, and in 
1956 he became vice president in charge 
of Canadian operations with headquar- 
ters in Toronto. Since January 1 of this 
year, Mr. Lowman has been regional 
sales manager of Virginia, West Virginia, 
Maryland, Delaware ‘and North Carolina. 

As assistant controller of Combined 
Insurance, Mr. Marsh fills a vacancy 
created a month ago by the promotion 
of E. O. Miller to controller. Mr. Miller 
succeeded Otto Propach, who retired as 
controller, but remained as a director 
and consultant. 

Mr. Walsh was named regional sales 
manager for Combined Insurance for 
an area embracing Virginia, West Vir- 
ginia, Maryland, Delaware, North Caro- 
lina, and Washington, D. C. 





Department Would Approve 
26.5% N.Y. Blue Cross Hike 


New York Insurance Superintendent 
Thomas Thacher turned down a New 
York Blue Cross application for a 34.2% 
—o in subscriber rates, but said he 
would grant an increase of 26.5% if the 
plan will make another filing. The in- 
crease would be effective September i: 

The Blue Cross denied a suggestion by 
the Insurance Department that its ad- 
ministrative expenses had risen; actually 
it claimed they had decreased. 

The Insurance Department decision, 
however, noted that without an increase 
Blue Cross would fall substantially below 
- required surplus of 15% income by 

he end of 1960. 

The Department also approved the 
plan’s application for an 8.9% increase 
in reimbursements to ‘hospitals, the in- 
crease to be retroactive to April 1. 

JOHN E. JONES DIES 

John E. Jones, secretary and agency 
director of Detroit Mutual Insurance Co., 
died on June 21. He had been with the 
company since its inception in 1941, serv- 
ing as vice president until 1943 when 
he was named secretary. A member of 
NALU, he was active in the Detroit 
Association of Life Underwriters. 





been licensed to sell life insurance since 
1957. 
John J. McGrath, graduate of Hamp- 
den-Sydney College in Virginia, was 
previously with The Travelers in its 
John Street branch office for 14 years. 
He joined O’Brien & O’Brien early this 


year. 





Law Suit Involving Continental Casualty 


Credit A, & H. Rates in N. Y. Ended 


Upon consent of Continental Casualty, 
a decree granting injunctive relief 
against the company was entered June 
25 ending the lawsuit involving credit 
accident and health insurance which 
Attorney General Louis J. Lefkowitz 
brought against the company last March 


The decree, signed by Supreme Court 
Justice Birdie Amsterdam, becomes 
effective on July 10, 1959. 

The term “credit accident and health 
insurance” applies to policies sold to 
provide for payment of a debt should 
the borrower become ill or suffer physical 
disability as the result of an accident. 

The consent decree marked the com- 
pletion of an action begun on March 
10, when Attorney General Lefkowitz 
obtained an order, on behalf of Super- 
intendent of Insurance Thomas Thacher, 
requiring Continental Casualty to show 
cause why it should not be enjoined 
from selling this type of insurance with- 
out having secured stellen of the rates 


and policy forms pursuant to a new lay 
which became effective last October | 


Must Obtain Approval from Supt. 


The consent decree requires the com. 
pany after July 10, to sell no policies oj 
this sort in New York without first ob. 
taining such approval from the Insur. 
ance Superintendent and provides for 
the payment of costs by the company, 

The company, in addition to consent. 
ing to this decree, has agreed that jt 
will construe outstanding policies issued 
on or after October 1, 1958, as providing 
expanded benefits to ‘bring them i in line 
with the Department’s requirements 
under the new credit insurance statute 
The company has also requested Insur- 
ance Department approval of revised 
forms and rates which it recently filed 
to comply with the new law. 

Assistant Attorney General Irving 
Galt, chief of the Litigation Bureau oj 
the Attorney General’s office was in 
charge of the case. 





Special IAAHU Tribute to 
John Galloway at Convention 


ae 





JOHN GALLOWAY 

John Galloway, general agent of Prov- 
ident Life & Accident at Birmingham, 
was paid special tribute by proclamation 
of the board of International Association 
of Accident & Health Underwriters at its 
recent annual convention in French Lick, 


Ind. Recognition of Mr. Galloway’s 
leadership, inspiration and devotion to 
the A. & H. business was given at the 


meeting when Earle 
Bennett of Tampa, also Provident Life 
& Accident general agent, who was re- 
tiring as IAAHU’s board chairman, read 
the special tribute. It stated: 

“This tribute is presented by a grate- 
ful and industry to a man 
who ‘has given of himself to make the 
lives of his fellow men more secure and 
the A. & H. business grow each day in 
its usefulness and importance, 

“John Galloway has served in all the 
important offices of the International—as 
zone chairman, vice president, president 
and chairman of the board. He is re- 
of the highest honor bestowed 
by ‘his business—the Harold R. 
‘Man of the Year’ award. 

“He was a founder and long-time di- 
rector of the Disability Insurance Train- 


final banquet of 


association 


cipient 
Gordon 


New IAAHU Board Member; 


The following eleven new board mem. 
bers were elected by the Council of the 
International A. & H. Association for 
three year terms: 

Maurice Ausley, North American Acci- 


dent, Birmingham, representing Ala- 
bama; Fred Dinehart, Metropolitan Life 
Meriden, Conn., representing Rhode 
Tsland- Connecticut ; John Frey, The Pru- 
dential, Milwaukee, representing Wis. 
consin; Vito Marino, Metropolitan Life, 
Baltimore, representing Maryland-Ded- 
aware; Richard Michaels, Federal Life 
& Casualty, Buffalo, representing West- 
ern New York; Richard A. Myers, 
Bankers Life & Casualty, Aurora. Colo, 
representing Colorado; Rollie Slotten 
Inter-State, Des Moines, representing 
Iowa. 

Named to two year terms were: Wil- 
liam B. Harrelson, State Insurance Co 
of Kentucky, Louisville, representing 
Kentucky; John Hermansdorfer, Occ- 
dental Life, Huntington, representing 
West Virginia. 

Named to a one year board term wa 
Robert W. Osler, Rough Notes Co 


Indianapolis, Ind., as a member at large 





Arnold Cole Elected Ass’t 
Secretary of Mass. Bonding 


Massachusetts Bonding & Insurance 
Co. has elected Arnold Cole as assistan! 
secretary and will serve as administra 
tive assistant to Vice President Clarenct 
E. Miller who is in charge of the home 
office A. & H. department. 

Mr. Cole, formerly with Marylani 
Casualty as its home office A. & H 
manager, has had 24 years of experience 
in this field. 





Mass. Indemnity Raises Limit 
on Male Risks to $500 Month 


Roger Billings, Jr., vice president 0! 
Massachusetts Indemnity & Life ol 
Boston, has advised the company’s fiell 
forces that effective July 1 ‘the limit for 
male risks under all disability income 
policies written will be $500 a month 
This compares with the previous limit 
of $400 a month on male risks. 





ing council, sponsors of a 13-week sales 
tri aining course; architect of the associa 
tion’s constitution and by-laws and @ 
le: a Te in hospital and doctor relation 
in Alabama. 

“The officers and board of the [AAHU 


July 3, 1959 
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proclaim that this resolution recognizing 
John Galloway’s leadership and _inspit® 
tion be written in the official association 
records to stand as a motto for all.” 
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TAC Talk Round-up 


(Continued from Page 29) 


fisher of “The Reporter of Direct Mail 
Advertising,” Garden City, N. Y., declared 
that “too much direct mail is a dreadful 
bore, too much is indirect mail, too 
much lacks the essential ingredients of 
entertainment, honest-to-goodness infor- 
mation and inspiration for the recipient 


to react.” 

Mr. Hoke declared that future direct 
mail will need to be more informative, 
more entertaining and more inspiring, 
plus the quality of considerateness. 

To illustrate his points the speaker 
told his IA‘C audience about the “smash- 
of his organization’s most 
recent direct mail effort. Its success, 
he said, has made him “a most happy 
fellow but at the same time perplexed.” 

The mailing piece was a _ newsletter 
with reply card enclosed, purpose of 
which was to sell subscriptions to “The 
page of Direct Mail Advertising.” 
On the blast-off day last February 18,- 
00, of these newsletters were mailed. 
Two days later one return had ar- 
rived. But the third day the replies 
totaled 73 which soared thereafter to 
317 returns. “Watching the sales curve 
cimb higher and faster than ever be- 
fore,’ said Mr. Hoke, “we knew we 
would orbit in 45 days at 500. That 
means 500 returns, not miles, including 
nearly 200 subscriptions to the maga- 
zine.” ! 
Mr. Hoke explained that the was per- 
J plexed by this unusual success because 
(1) “the mailing lists weren’t any better 
than previously — they were our own 
prospect names ‘to whom we thad mailed 
at least four times a year—and if any- 
thing, previous newsletters had skimmed 
off ithe easy sales. (2) The business re- 
covery? Obviously times are better and 
that might have been a factor. However, 
weve mailed through booming times 
before with not as much success. (3) 
Copy is certainly a key factor but it 
could not be the whole answer.” 

The speaker said he finally concluded 
that his increased sales were due to a 
philosophy of selling which was putting 
his company in closer and ‘closer touch 
with the people who could benefit most 
from what the hhad ‘to sell . . . ideas. And 
these people were responding in increas- 
ing numbers wilth each succeeding mail- 
ing, 


ing success” 





A Simple Philosophy 


“This philosophy is quite simple,” he 
explained. “Four years ago, we decided 
to stay away from shard sell and take 
the attitude that we'd rather be wel- 
come more often at each promotion 
stop we made, whenever we made it, 
than force a sale immediately. We de- 
cided 'to ‘build wide readership for what 
we had to say so that we would have 
asteady access to the minds of the men 
and women we think we can help. We 
would be satisfied to wait until the pros- 
pect is ready ito buy, rather than demand 
an order now. 

“We had the feeling that business 
people were fed up with the usual high 
Pressure circulation promotions most 
publishers use in a frantic effort to drive 
up circulation. We had a feeling that a 
tresh, relaxed approach would be wel- 
come relief from the constant ihammer- 
ng of cut price offers. 

“So we looked for something really 
different in the publisher promotion 
arena, and borrowed a format familiar 
10 the industrial scene the news- 
etter. This was logical, for the news- 
letter idea seemed to satisfy a line we’ve 
heen preaching editorially for some time 
The speaker then outlined what future 
Promotions must do in order to sharpen 
creatively. “This involves what all of 
S are up against in making a mailed 
roach to our customers and_ pos- 
Mots. Our publics are becoming more 
‘phisticated . both ithe consumer at 
ome and the business executive. People 
te busier. Shorter ‘hours are squeezing 





more complex 


Cross Joins Great Amer. 


To Expand Its A. & H. Dept. 


Great American Insurance Co. has ap- 
pointed Philip D. ‘Cross as superintend- 
ent of its Accident & Health department 
in the home office. 

Mr. Cross has spent his entire insur- 
ance business life in the accident and 
health field. Entering the business in 
1938 he has served as underwriter ‘and 
countrywide as accident and health man- 
ager. Mr. Cross has also served on var- 
ious accident and health industry com- 
mittees during his association with the 
business. 

Great American has enlarged its A. & 
H. department and under the guidance 
of Mr. Cross plans to expand those facil- 
ities for the benefit of agents and brok- 
ers in the modern coverages offered to- 
day in this field. 





John F. Mulvey Joins ACCO 


John F. Mulvey has been named spec- 
ial representative for group life and 
group A. & S. lines in the central Penn- 
svlvania department of the American 
Casualty Co. wholly-owned life insur- 
ance afhiliate the Valley ‘Forge Life, both 
of Reading, Pa 

Mr. Mulvey, for seven years asso- 
ciated with The Equitable Society in 
Buffalo, N. Y., as service supervisor for 
Group, is a graduate of Duquesne Uni- 
versity where he received a_ bachelor’s 
degree in business administration. He 
was a first lieutenant in the U. S. Army, 
serving in both Germany and Korea. 





the time out of the business day creat- 
ing more leisure time. Thus people are 
too busy to read or accepit just any- 
thing ‘that’s put in front of them. 
“More and more businesses are using 


the mails as they learn the power of 
direct mail as a sales aid. Mail, they 
are finding, is covering some of the 


ground, at least, ait much lower cost. So 
you and I are facing more competition 
for the prospect’s time and atitention. 
Our customers and prospects are still 
suffering from acute laziness. They 
won’t respond unless we enttertain them, 
give them information beamed at itheir 
interest level, inspire them to action...” 

Balance of ‘Mr. Hoke’s talk featured 
illustrations of successful direct mail 
letters used by other business concerns— 
One of ithe best was a collection letter, 
headed “Gentlemen—meet George.” The 
simple copy explained: He’s full-blooded 
Sioux and I hope ‘the never has to sue 
you.” 


McCormick Luncheon Speaker 


The IAC jJuncheon speaker at Wil- 
liamsburg was Robert |McCormick, well 
known news commentator for National 
Broadcasting (Co. in Washington, D. C. 
Theme of his ‘talk was that the nation 
is faced with three major political-eco- 
nomic questions which are not being 
discussed, nor perhaps are not even 
widely appreciated. The first question, 
Mr. McCormick said, is the “population 
explosion”, which d#f continued at its 
present rate would mean ithat in 700 
vears each person on earth would have 
just one square foot of land on which 
to live. 

Secondly, he pointed to the economic 
“divvying-up” of the world which “may 
squeeze us out of all the better trade 
markets.” The ithird is the problem of 
securing leadership wise enough to steer 


the nation through and around these 
problems. On the final point Mr. Mc- 
Cormick said: 

“To meet all these problems, our 
greatest need will be for leaders and 
leadership. We must ‘have leadership, 


not only 'to work our way (through the 
problems that lie ahead, but to keep us 
out of the clutches of strong men—of 
dictators—for as our problems become 
and more exacting, con- 
ditions will become more favorable for 
the ‘Men on White Horses’, who know 
all the answers and who can represent 
themselves as the benevolent father- 
types who will protect us from the perils 
that surround us.” 


Heads Safety Institute 


(Continued from Page 28) 


person (at 32) ever to hold that post. 
In April, 1958, while still acting com- 
missioner, he introduced a comprehen- 
sive safety program to the state at a 
time when the death toll was running 
5% ahead of 1957. The upward trend 
was reversed and by year-end, Iowa’s 
highway fatalities were 13% under the 
1957 figure—a saving of 92 lives. 

Mr. Brown developed and enforced 
the lowa point system with the result of 
an immediate and sharp drop in the vol- 
ume of damaged cars coming into auto 
body shops for repairs. His program in- 
cluded installation of radar units in‘ the 
highway patrol, complete overhaul of the 
state’s driver licensing procedures, and 
development of “driver inmprovement 
schools.” He also originated a plan of 
law enforcement for 90,000 miles of 
hitherto unpatrolled secondary roads, 
which wiped out a 40% increase in the 
secondary road death rate. 

His program further included a crack- 
down on drunken drivers (arrests 
doubled), stepped-up driver training in 
public schools, and mobilized public and 
judicial support for ‘his aggressive war 
on the traffic toll. 

When he became Iowa’s safety com- 
missioner Mr. Brown issued a_ public 
statement which spelled out in brass- 
tacks language the state’s highway safety 
problem. He said he considered the de- 
partment “as a business operation, set up 
to produce as much safety service as we 
can for the money invested. If we are 
going to produce more safety, we need 
the public as an active business partner.” 

With this blunt prologue, Mr, Brown 
plunged into the safety program which 
has since won three citations from ‘the 
National Safety Council, and other 
awards by the National Police Officers 
Association, the U. S. Junior Chamber 
of Commerce and the Iowa Association 
of Insurance Agents. 


Mann Describes IIHS Program 


At the news conference Chairman 
Mann described the ‘two principal phases 
of the IIHS program—financial grants to 
organizations conducting effective high- 


way safety programs and direct action 
programs in cooperation with federal, 
state and local agencies and officials, 


both public and private. 

“Our direct action plan will be carried 
out on a state-by-state basis,” he said. 
“Mr. Brown’s successful record as ad- 
ministrator of a state safety program 
gives him an excellent background for 
working with the states in this direct 


W. H. Petersen Heads DITC; 
Name Officers and Trustees 


W. Harold Petersen of American 
United Life in Indianapolis has been re- 
elected managing director of the Dis- 
ability Insurance Training Council. 

Carl A. Ernst, North American Life 
& Casualty, Minneapolis, is the new 
president. Paul Light, Pan American 
Life, New Orleans, will serve as vice 
president and Harold Moore, Hoosier 
Casualty, Indianapolis, is secretary- 


treasurer. 
members of DITC are 


New board 
William Harmelin, Harmelin Agency, 


New York, and Harold Moore, Hoosier 
Casualty, Indianapolis. 
Trustees include Rex H. Anderson, 


Insurance Co. of North America, Phila- 
delphia; Lyle Pelton, LIAMA, Hartford ; 
John G. Galloway, Galloway Agency, 
Birmingham; E. . Coffey, Mutual of 
Omaha, Portland, and Bili North, New 
York Life, Evanston, III. 

Trustee terms expired for Lennard 
McKinnon, McKinnon Agency, Flint, 
Mich., William Highfield, Western & 
Southern, Cincinnati, and Howard Nev- 
onen, Washington National, Los Angeles. 

DITC consultants are Pasquale (Pat) 
Quarto, Insurance Research & Review, 
Indianapolis, and C. O. Pauley, former 
managing director of the Health & Acci- 
dent Underwriters Conference. Past IA- 
AHU President Gail L. Shoup, Lincoln 
National, is an ex-officio member of the 
board of trustees. 





action program.” 

Mr. Mann announced that 10 grants- 
in-aid totalling more than $400,000 ‘had 
been approved by the budget committee 
of the ITHS. The largest sum, $158,000, 
will go to the Northwestern University 
Traffic Institute. Others are National 
Safety Council, $74,000; New York Uni- 
versity, $60,000; American Bar Associa- 
tion, $46,000; American Association of 
Motor Vehicle Administrators, $31,000; 
National Committee for Motor Fleet 
Supervisor Training, $16,000. 

Also Products Committee for Traffic 
Safety, $10,000; National Committee on 
Uniform Traffic Laws and Ordinances, 
$6,500; Yale Bureau of Highway Safety, 
$2,200; and National Committee on F ilms 
for Safety, $250. 

The ITHS was formed January 7 by 
the National Association of Automotive 
Mutual Insurance Companies, the Asso- 
ciation of Casualty and Surety Com- 
panies, and the National Association of 
Independent Insurers. The three groups 
represent 532 casualty insurance com- 
panies throughout the country. 





N. Y. Brokers See Ins. Dept. 


(Continued from Page 28) 


undertook to reduce commissions and 
brokerage the same and identical per- 
centage as the production cost factor was 
reduced in the filing. 
“In view of the 
Danahy pointed out, 


history,” Mr. 
Greater New 


past 
the 


York Brokers “must be realistic 

and consider this so-called revised pre- 
mium discount plan in New York, for 
what it is, a concerted attempt on the 


part of the Bureau and its member com- 
panies to reduce commissions.” 

But Mr. Danahy did’ not stop at this 
point. He added that if there was no in- 
tention on the part of Bureau member 
companies to cut brokerage and com- 
missions on premium discount plan risks 
in view of the reduced production cost 
factor, “it would definitely be a fraud 
on the Insurance Department.” He 


charged that the Bureau has no statis- 
tics or other “rational data” to justify 
a reduction in the so-called production 
cost allowance.” He said that the con- 
clusion to be drawn is that the proposed 
reduction was “arbitrarily” decided upon 
and he asserted that it would subject 
the producers to “hardship.” 

Under the proposed plan of the Na- 
tional Bureau which is expected to be 
presented to the New York Insurance 
Department shortly, the Total Produc- 
tion Cost Allowance shown below de- 
velops. Comparison shown is between 
the original proposal and the modifica- 
tion following the June 3 conference 
at which ‘the producers’ associations 
voiced their objections. 

Prior to making the necessary filing, 
a conference will be requested with 
Superintendent Thacher with respect to 
the proposed introduction of the rat- 
ing procedure for expense allowances and 
premium discounts on the portion of 
total standard premium over $100,000. 





Total Production Cost Allowance — New York 
Automobile Liability: 


Priv. 


Pass., 
Portion of 


Comml., Garages 


General Liability 


Total Std. Previous evised Previous Revised 
Premium Proposal Proposal Proposal Proposal 
First $1,000 20.0% 20.0% 23.0% 25.0% 
Next 4,000 16.0 16.0 20.0 20.0 
Next 25,000 8.0 10.0 10.0 10.0 
Next 70,000 6.0 8.0 7.5 8.0 
Over 100,000 4.0 (a) 5.0 (a) 
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DITC Course Boosted 
A. & H. and Life Volume 


ALL AMERICAN AGENCY SHOWS 





Success Followed Class Held in One 
Agency; Robert K. Riley Endorses 
Course in IAAHU Talk 





Those attending the International A. & 
H. Association’s convention in French 
Lick, Ind., heard one of the speakers 
describe his solution to what might be 
termed a “conflict of interests” which 
occurred when his 27-producer agency, 
which had been exclusively in A. & H. 
business, went into the life insurance 
also in 1956. 

Robert K. Riley, zone manager at 
Gary, Indiana for All-American Life & 
Casualty, found that his producers began 
to devote themselves more and more to 
life production to the detriment of 
A. & H. sales. He wished that they 
should strike a happier ratio. 

It became desirable to conduct a 
school to educate the men in the funda- 


mentals of A. & H.—teach them ap- 
proaches, the sales story and closing, 
and re-sell them on the benefits and 
purposes of A. & 

Further, the men had to be made 
aware that, whereas life first year com- 
missions are higher than A. & H., the 
agency and the agents should essen- 
tially build with the long term view. 
Through A. & H. business he said they 
“could build for themselves and_ their 


families a lucrative renewal business in 
A. & H. and later use their A. & H. 
clients as a source of life insurance 
business.” 

The agents were in agreement and 
realized the vz alue of some good training. 


Having studied “virtually all the A. & 
H. training tools available,” Mr. Riley 
decided on the Disability Insurance 


Training course. He spoke with DITC 
Director W. Harold Petersen, American 
United Life, Indianapolis and arrange- 
ments were made to start the course in 
the agency’s Gary office. It might be 
mentioned that arrangement was made 
whereby the company paid half the $40 
tuition fee, mainly because it was felt 
it would give the men more confidence 
in the course, to know that the com- 
pany backed it and was behind the 
agents in the venture. 


23 Enrolled in Single-Office Class 


Mr. Riley took up the story: “Classes 
began Monday morning, September Zz. 
1958. Twenty-three men enrolled in the 
course. The class was exclusively for 
the members of our agency . so that 
we could compare similar problems and 
discuss the application of particular 
points of DITC as related to the pros- 
pect. Two of my managers and I had 
qualified to teach the course and I felt 
that this was beneficial as we had the 
experience of three teachers rather than 
one,” he pointed out. 

“Every man was expected to be in 
the class on time—if they were tardy or 
absent without good excuses, they were 
fined. The fines were relatively small, 
but the idea enabled all the men to be 
present on time each Monday morning. 
In addition the agency gave a bonus to 
each man bringing in A. & H. applica- 
tions, based on the application of some 
particular knowledge he had received 
the prior week from DITC. The classes 
were held for three hours, each Monday. 

“When we started these classes, we 
had no guarantee what it would actually 
do for our agents and the production of 
our A. & H. business, but I felt that 
if two men who formerly had written 
life insurance exclusively would start to 
solicit business, they would 
become so interested in it, their own 
enthusiasm would influence the rest of 
the men to get into the A. & H. line. 


Production Before and After DITC 


“The final class was held just before 
the Christmas holidays, so we actually 
had to wait until the first of this year 
to get a true comparison of A. H 
production after DITC as compared to 
production before the course.” 

Mr. Riley quoted figures that represent 





Aiming To Have Persistency Award 
Qualifiers This Year; LAAHU Report 


Richard L. Plasschaert chairman of 
the IAAHU’s Persistency Leaders Honor 
Club Committee, hopes to have worked 
out the details so that qualifiers for this 
honor will be possible by the end of this 
year. Mr. Plasschaert, of the S. S. Ballin 
Agency, Newark, m:< ide reports on behalf 
of this committee at the recent Interna- 


PLASSCHAERT 


RICHARD L. 


tional A. & H. Association meeting in 
French Lick, Ind. 

The first report to the executive board 
of IAAHU noted that letters had been 
sent to 20 leading companies last March 
requesting opinions on how such an 
award should be established and what 
should be the requirements. 

The resultant replies and subsequent 
talks held, indicate the tremendous task 
of establishing such a true merit award 
method. Having replies to the first letter, 
the Persistency Leaders Honor Club 
(“for want of a better term,” Mr. Plass- 
chaert noted) committee sent out letters 
to a further 15 companies, requesting 
specific ideas on the following: 


(1) What would 
realistic minimum 
ment? 

(2) What would they consider a 
reasonable persistency percentage based 
on a two year exposure and 

(3) Do they maintain sufficient records 
to verify production and lapse ratios of 
their producing agents. If not, could 
they make such an arrangement ? 


consider as a 
require- 


they 
production 


Company Records a Problem 

Mr. Plasschaert said he felt replies to 
the latter letter were none too favorable. 
There was genuine interest, but relatively 
few companies are geared to maintain 
individual records. Subsequently at a 
meeting in Philadelphia suggested re- 
quirements and by-laws were developed. 





a rather dramatic endorsement of DITC 
for producers. He took the months of 
March, April and May for 1958 and 
then after DITC, production in the same 
months in 1959 for A. & H. The follow- 
ing reveals the improvement showing 
first the 1958 sales, with 1959 figures 
in parenthesis: 

A. & H. Premiums — March $902 
($8,639) ; April $3,352 ($7,106) and May 
$3,581 ($7,322). 

On the life insurance side, face amount 
life production in the three month 
period March- April-May increased from 
$1,374,886 in 1958 to $4,159,330 in 1959. 

As the speaker pointed out, DITC not 
only doubled the agency’s A. HH. 
volume but also boosted the life pro- 
duction, 





However, numerous problems remain to 
be solved, he reported. 
(1) Based on the proposed application. 


there will not be a full two years of 
exposure. It will range from 13 to 24 
months, 


(2) As weekly premium business has a 
tendency to have a much greater lapse 
ratio, perhaps a formula should be set 


forth on a basis of conversion, he sug- 
gested. 
(3) Very thorough consideration 


should be given to the possibilities of 
cost as we do not want to approach 
this in a hap-hazard fashion. “We would 
not want to be confronted with higher 
costs than we anticipate,’ Mr. Plass- 
chaert observed. 

(4) LIAMA has voted against includ- 
ing group insurance, except franchise. 
This should be given consideration,” he 
pointed out. 

“As we can forsee many problems in 
verification,’ Mr. Plasschaert indicated, 
“a suggestion which may have some 
merit is to leave the burden of proof on 
the qualifier of the award. He would be 
required to prepare a list for each com- 
pany or agency and submit such list to 
the company official, manager, or gen- 
eral agent for certification. This should 
be quite simple and the success of this 
persistency award will depend on sim- 
plicity.” 

Suggestions on Eligibility Requirements 


In his report to the International 
Council in French Lick Mr. Plasschaert 
outlined his committee’s ideas. as to a 
basis of eligibility: 

1. Minimum production of 30 cases 
with $4,000 of annualized premium writ- 
ten and paid in a calendar year. (“This 
may sound low to many of you,” the 
chairman commented, “but bear in mind 
we have a production award in the LP- 
RT. Also, we want to attract those pro- 
ducers who may be principally life or 
casualty agents but still should be recog- 
nized for a job well done in A. & H.”) 

2. The minimum percentage of busi- 
ness remaining in force after one full 
year of exposure would be 70%. (“Now 
here again we are not talking about 70% 
persistency on all business on the books, 
we are referring to only that business 
produced in one particular calendar 
year.”) 


Plan Gets Go-Ahead Signal 


Both the executive board and_ the 
council gave the go-ahead signal on the 
plan. However, Mr. Plasschaert will 
make a further report to the board’s next 
meeting, in Omaha in October. A sliding 
scale is contemplated at this stage and 
it is hoped to account for Industrial 
business and life insurance awards if 
such are practical, 





Cromer Succeeds Marmaduke 
As Pres. of Virginia Assn. 


The Virginia Association of A. & H. 
Underwriters elected the following offi- 
cers: President, Ira P. Cromer, Rich- 
mond manager, Mutual of Omaha; vice 
presidents, William Talley III, Peters- 
burg manager, American Health, Ray 
Mustian, Newport News manager, North 
America Assurance; and Paul Agee, 
American Health, Roanoke. 

James E. Bradshaw, Richmond man- 
ager of Nationwide was named secretary 
of the association and Edward T. Kirk- 
eby, Lynchburg Group—A. & S. man- 
ager, for Colony Life, named secretary. 

Mr. Cromer succeeds H. Stanley Mar- 
maduke, Atlantic Life, first president of 
the Virginia association, which was 
started in September 1958. 


BMA DIVIDEND OF 15 CENTS 

Business Men’s Assurance have de- 
clared a semi-annual dividend of 15 cents 
a share on the capital stock of the com- 
pany, payable August 3, to holders of 
record July 24. 





Hearings in Forand Bill 
May Commence on July 13 


Hearings have been scheduled on a bij 
to provide limited free hospitalization 
and medical care costs for social security 
beneficiaries by the House Ways and 
Means Committee. The bill is sponsored 
by Rep. Aime J. Forand (D.-R. I.), sec 
ond ranking majority member of the 
committee, and has received the strong 
endorsement of the AFL-CIO. 

A maximum of five days of hearing; 
will be held, the committee announced. 
They are slated tentatively to get under 
way July 13. 

The Forand bill would provide up t 
60 days a year of hospital care, as well 


as surgical coverage and nursing home 


care for all eligible old-age and survivor; 
insurance beneficiaries. 
Cost of the program would be paid for 


by increasing the OASI contribution 
rates of employers and employes by one.) 
fourth of one percent each and of thep 
self-employed by three-eighths of onl 


percent. 





General American Life’s 











A. & S. Cover on Budget Ins, 


General American Life has announce( 
that it will offer personal accident §& 
sickness insurance as well as Life t 
employes in companies with qualified 
Budget Insurance (salary 
chises. 

All the company’s personal 
coverages will be available 
Budget Insurance plan. These 


come protector, a low-cost income pro- 
tection policy which pays benefits up t 


life for accident and five years for sick-) 
medical 
and other forms of in 


ness 
reimbursement, 
come protection. 


plus hospitalization, 


Monthly A. & S. Budget Insurance 
rates will be one-twelfth of the annualf> 


premium plus 15 cents. 
General American Life has for some 
time offered A. & S. on the pre-author- 


savings) fran-— 


A. & SE 
under the 
include : 
the business and professional men’s in-) 





ized check plan, 





ACCO Promote Koch to H.0. 
And Name Bland Successor! 


Robert R. Koch, formerly manager of) 
the A. & H. department in Americanh 


Casualty’s Philadelphia branch office, ha 


been named superintendent of the asso) 
ciation Group division of the home office? 


A. & H. department. 


He will be succeeded as Philadelphia : 
A. & H. manager by John C. Bland, for-) 
merly A. & H. production manager inf 


ACCO’s East Orange, N. J., branch. 
Mr. 
He subsequently be- 


Fla., branch office. 


came production manager and in July 
to ‘Charleston, W. 


1952 was transfered 
Va., where he was branch manager. 


came to Philadelphia in June 1956 a ; 


A. & H. manager. 


Mr. Koch attended Pennsylvania State) 
American Institute of In) 
surance and Palm Beach (Fla.) Juniory 


College, the 
College. 

Mr. Bland joined American Casualty 
1 April of this year. 












for which A. & S. iatee 
calculation will be standardized and wilh 
be the same as for Budget Insurance)” 


Koch joined ACCO in 1950, af 
claims manager in the firm’s Orlando, 











Named Gen’! Agt. in Newark ; 





Eugene C. Pierce, Newark, N. J., hai 
been apointed general agent for the} 


North American 
Allen V. Dowling, president. 
In the 
Mr. Pierce heads the North Jersey Us- 
derwriters Agency of Newark, consid- 
ered one of the largest managing gel 
eral agencies in New Jersey. He wa 
born in Philadelphia and received his 
education at Grand College. 






Accident, according tf 


insurance field for 30 years — 


d 
























1959p July 3, 1959 


THE EASTERN 
mi UNDERWRITER 2 














ly B 
n a Dill 
ization 
ecurity 
Sand 
nsored 
), Sec. 
of the 
Strong 


arings 
unced, 
under 


up te 
1S well 

home 
rvivors 





aid fore 
bution! 
ry one- 
of thee 
of onel 






> Ins, 


ounce) 


of in- 


urancep 
annual 





- some Re 





Junior | 


sualty 


Sd 












































YOU can sell more business prospects 
with 
HOME’S REPORTING FORM INSURANCE! 


Show your business prospects how to get full inventory protection at a cost based 
On average inventory value and watch your list of business clients grow! 


The Home's Reporting Form Insurance can do just that for you. It's equally 
effective in underinsured and overinsured situations . . . and your prospect has 
the option of pay-as-you-go, with The Home's great, new THICO premium 
payment plan! 

Your Home Fieldman has all the information and material you need to build your 
business with business clients. Call him today and ask him about the 5 STAR PLAN! 


The HOME: Aan Soe? 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 














“Do not regret growing old. 
It is a privilege denied to many.” 


Although old age has certain drawbacks, 
the unpleasant picture you may have of it 
is out of date. Today, many of our senior 
citizens—and there are more than 15 mil- 
lion of them aged 65 or older—enjoy travel, 
recreation, good health and many other 
satisfactions. 

To live usefully and happily after retire- 
ment, you should start planning—l/ong be- 
fore your 65th birthday—for your health, 
economic security and the active role you'd 
like to take in your community. 


For a healthy old age, be sure to have 
regular health examinations, eat sensibly, 
practice good health habits and develop 
interests for your leisure time. 


Regular medical check-ups can be your 
most important safeguard against the 
chronic or degenerative diseases which oc- 
cur most commonly in the middle and later 
years. Your health check-ups may disclose 
trouble while it can still be “nipped in the 
bud”’—or its progress delayed. 


Plan your diet around a variety of foods. 
Meat, milk, eggs, poultry, fish, vegetables, 
fruits, bread and cereals—in suitable 
amounts—will help keep your body in good 
repair and your weight in check. Always 
avoid fad diets. 

Habits of exercise, sleep and recreation 
can make a big difference in how you feel. 
For instance, regular exercise helps keep 


your muscles in tone and your circulation 
active. Your doctor can help you work out 
a plan for living to conserve your physical 
and mental resources. 


Chances for happiness are slim at any age 
unless your leisure is occupied with satisfy- 
ing activities. So, develop hobbies or take 
part in community affairs to stimulate your 
mind and keep you in touch with people 
of all ages. 


Your chances of living to a ripe old age 
are good. That’s why you should look 
ahead and plan wisely for the years to 
come. And as time slips by and “‘the future” 
becomes the present, you will find it is 
bright—because you have made it so. 








COPYRIGHT 1959-——METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


1 MADISON AVENUE, NEW YorK 10, N. Y. 








This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 35,500,000 including Time, News- 
week, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Redbook, Reader’s 
Digest, National Geographic, U.S. News. 
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